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WV hat’s become of the 


idea. of the five-day week that 
was heralded as a solution of the 
problem of unemployment? Let’s 
take a suggestion from the days 
of the Guilds. . . . Every Monday 
was known as a “no work day” 
for shoemakers, and for centuries 
was termed St. Crispin’s holiday 
for those who began the working 
week on Tuesday. There’s an ex- 
planation due you as to why shoe- 
makers started work on Tuesday 
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—they were hardly able to stagger 
around on Monday, after the non- 
prohibition on Sunday. 

Now if those most interested 
in the five-day week want a sug- 
gestion from the shoe trade, pro- 
pose for, this summer, a week-end 
that starts Saturday afternoon and 
runs through Sunday and Monday 
—hettering by half a day the five- 
day a week plan and thereby elimi- 
nating the curse of unemploy- 
ment. How is that for an idea, 
providing more hours for sport- 


shoe wear? 
x * x 


a sixty independent 


retail shoe dealers in Eastern 
Canada have banded together, with 
the York Trading Co., Ltd., of 
Toronto as the parent organiza- 
tion, for the purpose of working 
out a system of cooperative buy- 
ing, advertising and merchandis- 
ing. The dealers taking part in 
the movement are __ scattered 
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throughout Ontario, Quebec and 
the maritime provinces. 

A fee of $100 is paid to the 
parent organization by each inde- 
pendent retailer joining the group 
and all members are permitted to 
pass on the applications of retail- 
ers doing business in their imme- 
diate neighborhood. It is apparent 
that the organization is very care- 
ful in the selection of its members, 
according to the report received by 
the U. S. Department of Com- 
merce. 

All the purchasing for the group 
is to be handled by a committee 
composed of officials of the York 
Trading Company and four or five 
representatives of the member re- 
tailers. 

This purchasing committee will 
pass on various lines of boots and 
shoes offered for sale to it and 
recommend to the members that 
they buy the line selected. 


Soins time ago, Will Rogers 
said: “Of all the things that 
this country is suffering from, the 
greatest is overproduction of or- 
ganizations organized to help 
somebody who doesn’t need the 
help as badly as the organization it- 
self. It’s not taxes that keeps us 
flat. It’s dues. When a failure, form 
something. When the judgment 
day comes, half of America will 
be on their way to some conven- 
tion and the other half will be 
signing application blanks.” 
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I, the hope of clearing 
the American market systematic- 
ally of obsolete and worn out au- 
tomobiles, the Institute of Scrap 
Iron and Steel has submitted a 
plan to the largest automobile 
manufacturers for the scrapping 
of three million motor vehicles 
yearly. There will be bonded scrap 
stations all over the country and 


ss 


— 


> 
a price ‘will be paid for every car 
junked. 

What an idea to apply to an- 
other form of locomotion—l*oot- 
wear. What an idea! 

* * * 


Al previous hide 
Exchange trading records were 
broken during the month of 
March when approximately 100,- 
000,000 pounds were turned over, 
with prices at one time registering 
average net gains of 375 points or 
334c. per pound over the record 
low established during the middle 
of February. 

A general increase in the volume 
of leather business, along with the 
prospects of a marked increase in 
shoe production, coupled with an 
improved statistical position of the 
hide market, has stimulated inter- 
est in futures. While financial as 
well as trade interests have been 
operating on a large scale, it is 
quite generally known that a con- 
siderable amount of business has 
emanated from the big packer in- 
terests in Chicago. 











‘le find out the real 
conditions of stocks of rubber foot- 
wear as of March 1, 1931, the Rub- 
ber Manufacturers Association, 
Inc., sent out, with the Gov- 
ernment’s sanction, a confidential 
questionnaire covering rubber 


SVAN 


boots, lumbermen’s and pacs, heavy 
arctics and gaiters, light arctics 
and gaiters, style gaiters, cloth— 
style gaiters, rubber—light and 
heavy rubbers. 

The general theory back of the 
survey is that it will assist indus- 
try in avoidance of over-produc- 
tion and force liquidation of 
stocks on hand. In a trade that 
is so highly seasonal in character, 
such a national survey should de- 
velop greater stability in future 
production and distribution. It is 
being sent to every store, every- 
where, and an early report is ex- 


pected. 
* ok * 


George P. Utley of 


Harsh & Chapline Shoe Com- 
pany, Milwaukee, Wis., thinks the 
price appeal is about burnt out. 
Continuing, he says: “In times of 
a depression, which happen ever so 
often, there is always a clamor for 
low-priced shoes, known as 
‘CHEAP’ shoes. The cycle for 
cheap merchandise moves along 
and before we know it, there have 
been so many cheap shoes put on 
the consumers’ feet that the con- 
sumer has rebelled and again starts 
calling for quality shoes, willing 
to pay the price for a good shoe. 
In other words, the American pub- 
lic cannot always be fooled. It 
soon ‘burns out’ on price appeal. 
The American public is not willing 
to throw its money away, but it 
does demand its money’s worth.” 

He tells the salesman to tell the 
retail customer, so that he can tell 
the ultimate customer that “It is to 
your best interest to buy better 
shoes for then we know you will 
come back for the second pair, the 
third pair, the fourth pair, etc.” 





PSALM OF SIZES 


By E. W. MILLER 


A retail shoe merchant 20 peeve 
standing in Olathe, 


Tell me not in mournful numbers 


*Scuse me if | seem to stare. 


“Just a two when | was married, 
“*A’ width mostly (or an ‘E’) 
“My instep’s high and heel so 
narrow— 
“Why, mother only wore a ‘three’.” 


Times untold I've heard this ditty 
In my twenty years of “feet” 

Yet | dare not rudely comment 
How time flies (and so do feet). 


“Yes, a ‘two’ when | was married.” 
Why do women date from then? 
We pity those who've never married 
They'll never know what size, 

wore when. 


Are they bragging or confessing 
"Bout their nuptial dated feet? 
Have they been so long since married, 

Or were their feet so incomplete? 


Now the soles are thick and cal- 
loused, 
Bunions bulging, nails ingrown— 
And her pride in pedal plumage 
Has to do with worlds unknown. 


But she still can dream of by-gones, 
Just a “two” when she was wed— 

No regrets for cruel crowding 
Enters yet her pretty head. 


So we cuddle up the wreckage, 
Ease them in a special 
Curse the “good old days” of dumb- 
ness 
When five, they thot, “ 
two! 


goes into” 











We have joined the 
society for the suppresion of un- 
necessary mail. It was organized 
by Dr. Hollis Godfrey of Boston 
and its object is to eliminate the 
waste in mail matter. The decision 
is left to the mailee in this way: 


~SEw98. 
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“If you sign the postcard. fur- 
ther mail goes forward auto- 
matically to you. If you don’t re- 
ply, your name is automatically 
removed from the mailing list.” 

Thus, by a postcard you elimi- 
nate from the desks of those who 
don’t want mail matter and put it 
on the desks of those who do. 
It purifies a mailing list. 


Miss lona Mull, 


outstanding young American so- 
prano, sings on April 14 at the first 
national broadcast of the Scholl 
Mfg. Co. The program is to be 
known as Dr. School’s Foot Com- 
fort Revelers and will be broad- 
cast each Tuesday at 7:45 p. m. 
Every little trouble of the foot will 
be soothed by the music of the 
famous California Ramblers, pro- 
viding the listener-in the next day 
walks into a shoe store for service. 
* * * 


One branch of the 
shoe industry has returned to pub- 
lic relations counsel to make all 
America kid-conscious. This week 
the firm of Riis and Bonner of 


New York attempt to influence 
the public through such vehicles 
as the newspapers, rotogravures, 
fashion magazines, radio and 
movietone presentations. 

The art of getting free notices 
in the press isn’t by happenstance. 
It’s really a business, and they are 
all set for it—having had past ex- 
perience with linen, perfume, silk, 
silver, glass, scales, automobiles, 
etc. * * * 


Roy A. Reynolds, who for 
sO many years was supervisor of 
footwear at Sears, Roebuck & 
Company, has been touring Europe 
and America since last August. He 
has discovered that the shoe is a 
remarkable measuring stick which 
might be developed as an index of 
the relative purchasing power of 
the labor dollar. 

In Italy, with an average daily 
wage of $1.25—the average selling 
price of shoes worn is $3; in 
Switzerland an average daily wage 
of $2.25 and selling price is $4.50; 
in France a $2 wage buys a $4 
shoe; in Germany the wage of 
$1.50 purchases a $4 shoe and in 
England a $2 a day wage gives to 
the worker an average shoe of $4. 

If this measuring stick is ap- 
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proximately right, estimate for 
yourself the present day average- 
daily-wage in your community and 
measure it against the present day 
average - selling - price of shoes 
worn. Isn’t this proof in itself 
that for one day’s wage a man in 
America can get a better shoe 
value than anywhere else on earth? 


* * * 


Edward A. Cohen of 
Saks Appeal, has just returned 
from a two weeks stay in Ber- 
muda. Eddie is a very decided 
golf enthusiast and rather proud 
of himself when he has a good day, 
good week or wins a trophy. He 
was the winner of the rather 
prominent “1931” golf tournament 
on the golf course at Riddel’s Bay, 
Bermuda. The puzzle isn’t that 
he won the Riddel’s Bay golf prize 
— but the riddle is how. 

* * * 


The National Shoe 


Retailers Association is to hold its 
twenty-first birthday party in Chi- 
cago Jan. 4, 5, 6, and it is losing 
no time in sending out its invita- 
tions. Last week it picked its con- 
vention committees. Also it picks 
the Palmer MHouse, Morrison 
Hotel, Stevens Hotel, Hotel Sher- 
man and Hotel LaSalle, and gives 
the schedule of participating rates: 


At the Palmer House, $100 to 
$200; at the Morrison Hotel, $75 
to $250; at the Stevens Hotel, 
$100 to $250; at the Sherman 
and LaSalle, $75 to $100. Head- 
quarters will be at the Palmer 


House. 
x * 


Foot locomotion gives 
one rate of speed, automobile a 
second and airplane a third. Albert 
W. Little, president of the Stetson 
Shoe Company, Inc., tried all three 
on a tour of the northern part of 
South America. In a survey of 
export possibilities, he covered the 
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High Style Note: ‘Present indications point to an even wider acceptance of men’s sport shoes 
for business wear during the coming summer.” 


“S’help me Alphonse, if ya get any more dirt on me new sport shoes--I'm tellin’ ya, s’help me.” 








principal cities from Cristobal to 
Havana, a total of 1873 miles, in 
a flying time of sixteen hours and 
ten minutes, at an average speed 
of 117 miles per hour and enjoyed 


a sample of about all kinds of fly- 
ing conditions. He doesn’t, how- 
ever, report actual buying condi- 


tions. 
x * Ox 


The Lynn Chamber of 


Commerce has voted to demand 
that the duty on women’s shoes be 
increased, and to send a delegation 
to Washington to appear before 
the U. S. Tariff Commission, May 
26, when the commission will give 
a hearing on the duty on shoes. 
l‘igures were presented at a recent 
meeting of the Chamber to show 
that imports of women’s shoes are 
increasing at a rate to alarm Lynn 
makers of like goods. The Cham- 
ber will make its fight solely on the 
issue of women’s shoes—and will 
not refer to men’s shoes or any 
other kind of footwear. 
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As an aftermath of the 


men's campaign, it is reported that 
a firm of lawyers is sending a let- 
ter to contributors to the fund in 
behalf of the Kenyon Advertising 
Agency for a sum upward of 
370,000, representing the commis- 
sion the agency might have made 
if the contributions had continued. 
Evidently the publicity rocket shot 
into the air, made a flare and re- 
turns to earth with a dull thud that 
will be somebody’s loss. The 
initial error was to have ever 
started the fund until the $#.- 
000,000 had been guaranteéd. Once 
started it had insufficient momen- 
tum and money and its fizzle is 
most ignominious. 


* * * 


Cisienes Waide of 
The Stacy Adams Co., Brockton, 
Mass., places the responsibility for 
America’s industrial condition 
upon the term “big business.” 
“With everyone striving for size 
volume and bigness, the strain was 
too much for everyone was trying 
to do more than what might be 
legitimately expected of its ca- 
pacity and capital.” 





















































Get in Step with 


FOOT HEALTH WEEK 


April 20-25 


28 


Walking Best 


an me & 


A\tthough he has contributed 


more than any other one man toward making Amer- 
ica motor conscious, Henry Ford believes firmly that 
walking is the best kind of exercise the ordinary man 
can get. Mr. Ford acts upon his belief by walking a 
great deal, sometimes covering miles a day out of 
doors and through his factories. He makes few en- 
gagements, but he has a way of turning up at odd 
and unexpected times among the employees of his 
great motor plants. He finds that his mind is re- 
freshed by the motion his legs set up as. he walks. 

Edsel Ford likes to walk, too. He shares his father’s 
belief that walking is a great exercise. It isn’t sur- 
prising that these two men should be so firmly ad- 
dicted to this humble form of physical training. Any 
number of other great leaders, not only of industry 
but of politics and the world of thought, have found 
relaxation in walking. 

When the mind is active and highly stimulated, 
some form of physical exercise is urgently needed as 
a counterbalance. Walking serves the purpose ad- 
mirably. The motion of the legs draws the blood 
from the head and maintains an even circulation con- 
ducive to calm, even tempered thinking. It encour- 
ages deep breathing and gives a pleasing stimulus to 
the function of the bodily mechanism. 


Noe only big men of affairs 
but the public generally is coming to recognize the 
value of walking as an exercise and its pleasure as a 
recreation. Walking clubs are being organized the 
country over and are attracting great numbers of en- 
thusiastic devotees who spend week-ends on long hikes 
in the country. 

This renewed interest in the simple but healthful 
pastime of walking is likely to have a far reaching in- 
fluence on the shoe industry. The influence of the 
automobile and the motor age in curtailing the nor- 
mal indulgence of the average individual in walking 
has been recognized as one of the things that has 
tended to decrease the average consumption of shoes 
in America. It has encouraged the use of lighter and 
airier types of shoes among women. With the in- 
creased enthusiasm for walking, more pairs of shoes 
will be required and there will be an increased prefer- 
ence for the sturdier types. 

The shoe industry as such should do all in its power 
to encourage the habit of walking and to point out its 
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Exercise, Says Man Who Made 
Motor Car Popular 


great value, both from the standpoints of health and 
recreation. Some years ago the slogan “Walk and 
Be Healthy” was developed and elicited from all 
branches of the trade an enthusiastic response. For 
a time it was energetically promoted. Perhaps the 
immediate results were disappointing. More prob- 
ably, too, much was expected in a short space of time. 
Educational movements of this sort cannot be ex- 
pected to bear fruit at once. Patience and persever- 
ing effort through every channel of publicity is re- 
quired to put them over. 


At any rate the “Walk and Be Healthy” 


idea soon was permitted to lapse, like many other con- 
structive efforts that might have produced worth while 
results had they been vigorously followed up over a 
longer period of time. Now the idea of promoting 
health, recreation and general well being through 
walking is coming back from the opposite direction. 
It is being fostered by organizations of men and 


women who. are filled with enthusiasm for walking 


for its own sake. Such a movement is more hopeful 
than a similar idea fostered by a trade group from 
motives of self interest. The shoe trade can and 
should, however, get in line with the spirit of the 
movement and give it a big push forward by promo- 
tional effort through advertising, window displays, di- 
rect mail and active work by shoe merchants them- 
selves in the organization of clubs and the develop- 
ment of walking as a sport and exercise. 

“Walk and Be Healthy” ties in admirably with Foot 
Health Week,: April 20-25, and merchants should not 
confine their Foot Health Week publicity solely to the 
corrective types of shoes but should show and feature 
active sports and walking shoes, which by furthering 
indulgence in healthy outdoor activities, are an im- 
portant element: in promoting foot health and health 
in general. The healthy foot is the active foot and so 
there’s an open field for Foot Health Week promotion 
in every store selling walking or sport types of shoes. 

If there’s a walking club in your town get behind 
it enthusiastically, feature its activities in your win- 
dows and ads and strive in every way to build up a 
more widespread interest of a permanent nature. If 
there is no walking club, stress sports and outdoor 
types of shoes and emphasize in your advertising the 
health value of walking. 
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HINTS FOR ADS 


When the Doctor says “reduce,” eat less and walk more—In 
proper shoes. e 


To keep the poise, vitality and grace of youth—wear shoes that 
keep your feet young. e 


Any woman who would enjoy an active life must never wear shoes 
that cause foot fatigue. _ e 


A great many flat feet are caused by shoes that are too short to 
allow proper foot action. 


You spend 60 per cent of your life in your shoes, it pays to be 
sure they are right. . 


' oe 
# ; 
The application of proper shoes in the spring prevents serious dis- 
turbances of the foot in warmer months. 
e 
Foot ills develop more rapidly in April than in any other month— 
hence the feet require better care and more attention. ° 
@ 
Ninety per cent of all the people suffer from some foot ailment— 
but most of these will yield to professional care and correct foot- 
wear. “ 


Changing shoes periodically through the day helps to overcome 
the ill effect of foot secretions. 

@ 

Correct shoes aid correct posture—brisk, erect, splendid looking. 
Improper shoes cause stoop-shoulders, narrow chest and sluggish- 
ness. 

e@ 


Shoes that abuse the tissues of the foot can cause a reflex through 
the nervous system to other parts of the body. 
@ 
Surveys of school children between the ages of eight and fourteen 
found 80 per cent of the girls and 65 per cent of the boys foot 
defective. e 


Bad feet make us clumsy, tired, ill-tempered, and inefficient. Pre- 
vent it with easy, comfortable, well proportioned shoes, stockings 
that fit and a little extra washing. 

6 

Those who walk or stand at their work should rest their feet by 
wearing slippers. Those who sit at their work should walk three 
miles a day out of doors. e 


Feet are the foundation of the body—you can’t build a healthy 
body on a weak foundation. 


Efficiency commences with foot health—and foot health requires 
right fitting shoes. 








Locomotion started with the feet and 
much of the world’s work and travel 
continue on feet—the automobile is 
foot power multiplied. It serves by 
supplementing foot power. 


ARTERIES 
FUEL SUPPLY 
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The Most Wonderful 


Sketch from 
Autocar, London 


This is the super-machine which, 
at 246 miles per hour, piloted by Capt. Malcolm 
Campbell, produced the fastest locomotion on earth. 
And yet it is far from deserving the title of the 
greatest mechanism for locomotion on earth. 

We claim without fear of contradiction, nothing 
mechanical can compare with the foot and its power, 
its usefulness and its adaptability in service to man. 

We show Campbell’s car compared with the human 
foot—mechanism for mechanism—in proof that good 
feet also win victories. 


HEALIH WEEK 
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With such a mechanism possessed by every walking 
person, consisting of twenty-six bones, muscles, ten- 
dons, blood vessels and nerves, we tell the walking 
world of the supreme importance of the shoe encas- 
ing that great instrument of locomotion—the human 
foot. 

Shoes must fit feet—not feet fit shoes. No instru- 
ment of locomotion is subject to the abuse that is 
given the human foot. No instrument of locomotion 
is so neglected. Active use of the foot is essential to 
its health—its encasement supremely important. 


APRIL 
20-25 









Capt. Campbell and the Cobbler 


Both Have Made Marvelous Contributions 

to the Mechanics of Locomotion and Suc- 

cess in Both Cases Is Dependent on 
Understanding of Fundamentals 









By NORMAN D. MATTISON, M.D. 







vv Vv 





Tiere must be a tremendous thrill 
in doing something no other human has ever done be- 
fore. Captain Campbell wanted to travel in his racing 
car faster than any one had ever traveled—and he 
did. The news of his recent record-breaking achieve- 
ment was flashed around the world, and England has 
already bestowed upon him the honor of a knighthood. 

The writer was discussing this exploit among other 
matters recently with one whose vocation for many 
years has been shoes. He asked: “What of it?”— 
implying that its utility as to footwear was not ap- 
parent to him. This brief study is a reply to his 
question. 

There are three things in the illustration of the 
Campbell car that are quite relevant to shoes and to 
shoemaking. It is purposed to direct attention to 
them, and then to draw some conclusions. Two of 
these features are—the difference in the diameters of 
the front and rear wheels, with a consequent slight 
elevation of the rear axle; the other, the “stabilizing 
fin” over the gasoline tank. 

Before the construction and assembling of this 
world’s fastest car were begun, the engineering skill 
responsible for it took heed of. some fundamentals. 
For example, look at the Campbell car or any other 
piece of complicated mechanism you choose, and see 
how careful the engineers have been to set it in just 
the posture for distributing the pull of gravity prop- 
erly over the whole. Then look at one which has been 
set up out of plumb, so that the pull of gravity is im- 
properly distributed, and you can see at once how im- 


Dr. NORMAN D. MATTISON mensely important the difference is. 


Imagine, for instance, a motor-car running indefi- 
A physician, one of whose primary interests nitely with a tilted axle or a flat wheel. This is a 
is foot health. Dr. Mattison has been study-  Tough-and-ready figure, and perhaps not quite exact, 


ing the human foot for years and has accumu- but familiar enough to suggest that while this might 
do for a short stretch for almost any automobile, it 


lated a mass of information and scientific would not do at.all for this fastest of all motor- 
knowledge on the subject. This background engines. I believe, therefore, that the control of body 
of thoughtful research is reflected in the ac- _ balance, which, of course, includes the essential bal- 
companying article on mechanics of the foot. [TURN TO PAGE 62, PLEASE] 
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Little folks usually get what 

Children do not go to the shoe store to 

be entertained or to try on shoes to use up a few 
hours between appointments. 

Many times when the sale of the first shoe has been 

accomplished a second one may be introduced by a 


they want. 


clever salesman. The appeal to the mother, quickly 
followed by the child’s approval, is often the begin- 
ning of a profitable charge account. 

Graduation, party and occasional shoes must be 
presented with the clothing background thoroughly 
understood by the clerk, as fabrics and types need dif- 
ferent leathers as the shoe complement. 

This season is heralded as the big white shoe sea- 
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When a Young Miss 
Wears White 


Eighth of a Series of Definite Style 

Suggestions for Summer by Madame 

Hamilton Jeffries, Fashion Editor of 
the Recorder 


vv Vv 


son. Children, juniors and sub debs will wear white 
footwear with summer prints, silks and the all white 
ensembles. The new gored skirts and coats and the 
feminine sheer fabrics demand the dressier one strap 
for the growing girls. 

Lasts which are suitable for this light footwear 
should be studied by the buyers, also the value of the 
all-white heel or the natural finish heel is a matter of 
serious detail. 

The white kid oxford as well as the buck is in the 
summer picture this season. Morocco and novelty 
prints register in all overs and in refined pattern com- 
binations. 

In certain sections of the country the center strap 
is preferred for the ten-year-old daughter. Many 
mothers feel that the foot is more secure when tied in 
by the high riding strap; others are only specific when 
heel heights are presented, but the final sale is usually 
accomplished when the child herself is satisfied. 

The above shoe is saleable in any grade and in 
every store. The very type is so staple and has 
proved so satisfactory that buyers refer to it as a 
staple and indispensable shoe. Of course the matter 
of the maker has much to do with the fit and its ac- 
ceptance, but here is a type which sells in all parts of 
the country, especially when intelligent promotion is 
used to send it ahead. 
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WHEN a store 

Without spreads its prices all 

Profit over the lot, selling 

shoes from $2.00 up 

to $20.00, it had bet- 

* ter watch carefully 

that point at which it 

does its greatest volume of sales. 

When prices are hashed, the inevi- 

table consequence is a lower average 
price. 

But just how far down can prices 
go? That is a question. Is it pos- 
sible for shoes to continue to de- 
cline to the 1913 level when rents, 
general costs and major expenses 
are on a 1931 level? In many 
cases, the 1931 level of expenses is 
100 per cent above that of 1913. 
Volume is not the only answer, 
neither is it the only cure. 

Tobacco companies have found 
that volume for itself alone pro- 
duces no profit for merchants or pro- 
ducers. This week, an average ad- 
vance of 5 per cent in the price of 
cigars and tobacco products, other 
than cigarettes, goes into effect. It 
is described as the first step in cor- 
recting a demoralized industry, 
caused by cut rates. An early in- 
crease in the popular brands of 
cigarettes is contemplated. Explan- 
ation is given that independent re- 
tailers, chains, wholesalers and every 
branch of the tobacco industry have 
been without a reasonable profit, al- 
though enjoying exceptional volume 
of business. The movement is de- 
scribed as one of self-preservation 
and 95 per cent of the trade stands 
ready to fall in line with the new 
prices. 

Here is an industry that has 
learned the lesson of price without 
profit. It made a thorough test of 
the old theory that “volume is a 
cure-all of industrial ills.” It now 
returns to the policy—‘“the purpose 
of business is profit.” 

We expect in the next few weeks 
similar actions on the part of other 
industries. Such action is not con- 
trary to the spirit and intent of the 
anti-Sherman act. It is not price 
fixing in any sense of the word— 


and mark you this—it is an action 
of an industry as expressed through 
its leaders and accepted by its ma- 
jority. 





1931 Fall Shoe and Leather 
Colors 


New York—Eight colors for women’s 
shoes will be portrayed on the 1931 Fall 
Shoe and Leather Card to be issued 
shortly by the Textile Color Card As- 
sociation, it was announced this week, 
by Margaret Hayden Rorke, managing 
director. 

Advance swatches of the three high 
style shades to appear on the card were 
recently sent out to members in the 
shoe and leather industry. These colors 
are: 

Oxydé — An extremely new and 
high-fashion shade of the gra- 
phite type. 

Tunisie — A smart dark brown, 
greyed in cast. 

Madeira Brown—A rich deep brown 
with a plum cast. 

In addition to the above, five classic 
staple shades for volume business, which 
were previously announced, will also be 
shown on the Fall card. These colors, 
all repeated from past season cards, are 
as follows: 


Prado Brown 

Mooresque 

Admiralty Blue—(A darker version 
of this shade, to be called “New 
Admiralty Blue”). 

Leafbrown 

Paddock Green 

The high style and staple shades se- 
lected key closely with the new woolen, 
silk and garment colors, so that the cor- 
rect harmonizing and contrasting notes 
may be carried out in the ensemble. 

On the Men’s Shoe and Leather Card 
for Fall, 1931, to be issued separately, 
four new brown shades will be portrayed, 
as follows: 

Bramble Brown 
Bourbon 
Sienna Brown 
Baroda 

In selecting the colors for men’s 
shoes, the committee gave careful con- 
sideration to the outstanding shades 
which will prevail in Fall Woolens for 
men’s wear. 

The above colors for women’s and 
men’s shoes were chosen by the joint 
color committee of the Tanners’ Council 
of America, National Boot and Shoe 
Mfrs. Assn. and the Natl. Shoe Retailers 
Association in cooperation with the Tex- 
tile Color Cord Association. 











It is time that the shoe indus- 
try became articulate as an in- 
dustry and not as a number of 
separate national bodies in com- 
bat—one with another. It is 
time that an industry selling a 
unit product, footwear, came out 
of its water-tight compartments 
and made an effort to steer the 
ship on one safe course. Perhaps 
it will be necessary to organize a 
body of leaders into what might 
become a “committee of policies 
and practices,” for the common 
good. 

Isn’t it obvious that shoe selling 
cannot go on “as is?” We now find 
the merchant so hungry for business 
that he rides the producer “with 
spurs on.” The manufacturer, in 
like manner, to meet the prices, uses 
both spur and whip. The tanner and 
service of supplies ride the primary 
producers “to the death.” For what 
good purpose? That is the ques- 
tion. Competition has now become 
the killer of trade because competi- 
tion is unbridled. It knows noth- 
ing else but price. It must learn the 
new lesson of “profit for one, profit 


_ for all.” 


The Patience “AN opinion that 
the bottom of the 


of Labor 
business depres- 


> sion has_ been 

reached and that 

in the fall we may look forward to 

the beginning of a more definite 

climb upwards toward prosperity” 

was expressed this week by the 
American Federation of Labor. 

Here’s an opinion of a group of 
men based upon actual wages paid 
and indications of more wages to 
come. When 800,000 union mem- 
bers speak, we can believe that up- 
turn is not theory or promise but fact 
—current and prospective. 

Labor has not been given its full 
credit for patience and persever- 
ance. In the worst depression 
months of the winter, the number 
of strikes and lockouts never ex- 
ceeded .7 of 1 per cent of the mem- 
bership and were usually less than 
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—How is that? 


earners. 





ASK ME ANOTHER 


—-Last week you spoke of wage earners and how a small additional 
daily expenditure on their part would mount to a huge amount 
annually. But, do wage earners have the same buying influence 
as the salaried and wealthy classes? 


—Wage earners have a much greater buying influence. 


—Most of the products that are made and sold are bought by wage 
Well over fifty per cent of the buying of American 
products is done by the dollars that come out of pay envelopes. 


Zect & i ey 


President 











.2 of 1 per cent. Here we see a 
great working body cooperative to 
the very limits of endurance. 

Let’s give credit to wage workers 
nationally, for they have suffered 
most first to be fired, last to be 
hired, paid only for work meas- 
ured by the time clock. The won- 
der of it all is how they carry on 
when they are so willing to work, 
but can only average two days’ pay 
per week. Let’s hope that further 
wage cuts will not be necessary. 
This country cannot stand much 
more if it is to retain its present 
standards of living. 

The American Federation of 
Labor reports: “Much talk has 
been heard lately about wage cuts. 
Until now there has been strong 
feeling against wage reductions in 
manufacturing circles, and strenu- 
ous efforts have been made by many 
firms to avoid wage-rate changes. 
Present advocates of wage cuts 
come largely from banking circles, 
but at least one leading manufac- 
turer who declared against wage 
cuts ten months ago is now announc- 
ing that he expects to reduce wages. 
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“The chief argument for wage 
reductions is based on the decline in 
wholesale prices. It is claimed that 
wages must come down to compen- 
sate losses from price reductions. 

“Wage rates have never varied 
proportionately with price changes, 
and in most depressions the decline 
in wage rates in general has been 
very small, if any, although price 
reductions have often been drastic.” 

The federation attacked the argu- 
ment that the “cost of living has de- 
clined; therefore workers could buy 
as much even if wages were cut.” 
This argument, it was said, does not 
take account of part-time work and 
unemployment. 

“Judging from our unemployment 
figures and the report of the Metro- 
politan Life Insurance Company, it 
seems probable that from 34 to 45 
per cent of American wage earners 
have been victims of either part or 
full unemployment each month this 
winter. Since the calamity does not 
strike the same -individuals each 
month, it seems probable that com- 
paratively few have escaped during 
the past year. 
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“We are in a new era; mass pro- 
duction depends on mass buying. 
Wage cut philosophy is out of date. 
The guestion of wage cuts is largely 
psychological. If business men ex- 
pect wage cuts and wait for them, 
recovery will, of course, be delayed. 
If executives accept the present 
standard and adjust accordingly, 
business recovery will proceed with- 
out wage reduction.” 


THE anonymous letter 
is with us again and 
who is there that has not 
received one of late? 
It comes unsigned and 
» its only proper destina- 
tion is the wastebasket. 
Some that have come to our desk 
of late have been scurrilous attacks 
on bigger stores and bigger busi- 
nesses and have been actuated 
mostly by jealousy. The anony- 
mous letter will neither kill nor cure. 
It has no standing. Cut it out. 


Sign 
Your 
Name 


THE _ chiropodist 
or podiatrist is to 
the feet what your 
dentist is to your 
The podi- 


Should 
Specialist 
Be Bribed? 


> teeth. 
atrist is a specialist 

in foot health. He 

devotes 100 per cent of his time to 
the scientific care and treatment of 


the feet in health and disease. 
These practitioners have not turned 
to the feet as a small part of their 
general practice. The foot is their 
deepest and earnest concern, its 
well-being and comfort is of vital 
importance. They have come to 
realize the need for the prevention 
of foot ills and with this knowledge 
they offer to the allied profession of 
shoe fitters real cooperation. 

If there is one obstacle in the path 
of this work that is greater than an- 
other it is unquestionably that of 
“commissions” paid by some shoe 
dealers to chiropodists for the obvi- 
ous duty of referring a patient to 
his particular store for the filling of 
his shoe prescriptions. 











What They 






Sold for Easter 





Reports from Shoe Merchants the Country Over 


Indicate Pairage Sales Equal to 1930 with 


Starting slowly, but finishing 
with a rush, pre-Easter shoe business in New York 
City and in various other important retail centers 
crossed the goal with totals rivaling those of a year 
ago. A sufficient number of stores reported actual gains 
in shoe volume, compared with last year, to offset the 
slight losses reported in others. One department 
store in New York reported a gain of between 11 
and 12 per cent in the dollar volume of its women’s 
shoe business, compared to the four weeks preceding 
Easter a year ago. Lower prices were given as the 
main reason for the gains in a number of stores. 

Stylewise, the pre-Easter demand in women’s shoes 
was spread over a wide range of materials and pat- 
terns. The strength of patent leather was a surprise 
to many. Blue kid was a big seller, with black or 
brown reported in second place. In the lower price 
ranges reptiles were exceedingly strong. Not much 
change in the general character of style demand is 
anticipated for the next month or two. All dealers 
anticipate a good summer shoe business, with demand 
expected to be centered on white and light colored 
fabric shoes. 

The men’s business failed to show much of a bulge. 
Totals, for the most part were under last year, but this 
was expected. Conservative patterns and medium 
lasts led in the selling. Tans showed up a bit better 
than was expected in view of the adverse weather 
conditions. 

Following are the expressions of outstanding mer- 
chants in cities the country over on Easter business 
and prospects for the next two months, those outside 
of New York having been interviewed by wire: 


Jesse Adler, 
Adler Shoe Stores, 
New York, N. Y. 


Pre-Easter sales with us, while under last year 
were fully up to expectations. With general business 
conditions as they are we did not expect our sales yol- 
ume to come up to a year ago. Medium lasts and con- 
servative types of footwear led in sales. We were 
agreeably impressed with the volume of tan shoes 





Hopeful Qutlook for Next Two Months 
VvVYV 


sold and expect tans to get stronger as the season 
progresses. Warmer weather undoubtedly will bring 
a good demand for light-weight shoes and for sport 
types. In comparison with the total volume, sports 
and light-weights will be stronger this year than they 
were last year, we expect. 


N. L. Weiss, 
Wise Shoes, Inc., 
New York, N. Y. 

Easter sales in our New York stores showed a siz- 
able gain over those of last year. Reptile leathe1s 
and blue kid were the outstanding materials, with 
pumps, straps and step-ins showing up in patterns. 
We expect little change in demand until warm weath- 
er sets in, when strictly summer types of shoes, with 
strong emphasis on fabrics, will come into popularity. 


M. L. Friedman, 
A. S. Beck, 
New York, N. Y. 

While business was rather dull during the first two 
weeks in March, the last two weeks, immediately pre- 
ceding Easter, showed a good upturn in sales volume, 
so that total business came close to last year’s. De- 
mand was spread over a wider variety of materials 
and styles than usual, with patent leather and blue kid 
showing up strongly. We don’t look for much change 
in style until late May and June when there should 
be a strong demand for fabric shoes. 


Joe Michaels, 
Saks-Herald Square, 
New York, N. Y. 

Our pre-Easter business was much better than last 
year, due largely to the fact that we are now selling 
women’s shoes from $6.00 and up, against $10.50 and 
up a year ago. Outstanding in demand was blue kid, 
although other leathers and colors sold in good vol- 
ume. Patterns in demand were pumps, center-buckle 
strap types and some oxfords. For late spring and 
early summer selling we anticipate light summer type 
shoes in fabrics and leather. 
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—What They See Ahead 


Jordan Marsh Company, 
Boston, Mass. 

An increase of better than 10 per cent during March 
and the two or three days before Easter in all women’s 
shoe departments—basement, medium and high priced. 
Black straps, pumps and ties sold well—also brown, 
blue and some of the lighter colors. These lighter 
colors will show a decided gain as the weather gets 
warmer. 


E. K. Peterson, 
Jones, Peterson & Newhall, 
Boston, Mass. 

Sales during the five days preceding Easter this 
year were just about on a par with the five days pre- 
ceding Easter of last year. This should be consid- 
ered, really, as a gain, as Easter last year was on April 
20 and the weather was much warmer than it was this 
year. The best selling color has been black. The 
best pattern has been the pump. Dark brown has 


proved a disappointment—not selling as well as was 
expected. More of the blues sold than expected. The 
major portion of our Easter business is still to come 
and will depend on the weather and not the date. We 
expect that the next style swing will take us directly 
into fabrics. Do not care to estimate business in ad- 
vance. Can’t tell what to expect. 


Irving Solby, 
Andrews Shoe Store, 
Boston, Mass. 

In unit pair sales the five days preceding Easter 
were ahead of last year but cannot estimate how much 
as we have not yet had opportunity to compare them 
carefully. Black, brown and blue have all been good 
selling colors—black leading and more of the blue 
than expected. Will re-order on blue—not so much 
on brown—as we expect lighter shades will be good 
as soon as warm weather hits us. To our surprise 

[TURN TO PAGE 68, PLEASE] 
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HIGHLIGHTS OF STYLE 


Two Tones 

Combinations played an important part in 
the retail selling down in old Kentucky. 
Light shades were good and patents fair. 


Sea Sand 

This new spring shade looks promising in 
Charleston, S. C., and it’s especially good 
when trimmed with putty beige. 


Trim Pumps 

This pattern led the field in Houston, Texas, 
pre-Easter sales, but oxfords were a close 
second. White and natural linen popular. 


Bonus Money 

The soldier boys are buying shoes for selves 
and “friend wife,” .apparently. That’s the 
way some merchants explain good Easter 
trade. 


Patent Leather 

Loomed up strong as a contender for future 
style honors in the reports from many lo- 
Calities. 


Blacks Lead Off 

But blues were a good second in Knoxville, 
Tenn. Then came sea sand. Sport types 
were quite active. Easter volume good. 


Water Snakes 

Reported good in Fort Worth, Texas, but 
only in the popular grades. Blue kid ahead 
of expectations. 


Outlook Fair 

Easter volume in Portland, Ore., was prac- 
tically the same as last year. White and 
black and white and tan sport shoes promis- 
ing. 


Customers Confident 

More optimistic feeling on the part of the 
public expected to lead to better business 
in San Francisco as season advances. 


Black Calf 

Best selling material for men’s shoes on the 
Pacific Coast. Sport shoes coming up strong 
for the summer season. 


Natural Linen 

It’s on the way in Los Angeles. But then, 
so is sea sand kid, patent leather, blue and 
brown kid pumps, So take your choice. 


Very Good 

That’s what they said about Easter business 
out in Denver, Col. Exceptionally good on 
children’s shoes with sandals leading. 


Blue Kid 


Pumps and ties for women are first with 
linen shoes coming strong in Nashville. Out- 
look presages a fair business. 


Early Demand 


For spectator types, so white volume on them 
should start early. Pre-Easter selling more 
concentrated than in past seasons is Vir- 
ginia report. 


White Shoes 


Unusually big in Northern Texas. Colors in 
kids sold about equal to black. Business bet- 
ter than anticipated. 


Volume Increase 


Over last year. Black leading in kid and 
calf followed by fabrics and patent last, is 
the Northern Indiana report. April and May 
will see linens and sandals. 
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Black and Blue 

These colors predominated in kid leathers 
in pumps, straps and ties in Syracuse. Rep- 
tiles and brown beige uncertain. 


Java Lizard 

Water snake, blue kid and dull black repre- 
sented the order of sales in women’s shoes, 
while browns are good in men’s, says Balti- 
more. 


Patent Pumps 

And sandals rank second to the reptiles in 
Wilmington. White linen in both pumps 
and sandals bigger than ever. 


More Pairs 

But lower grades in Cincinnati. Patent 
leather and black kid will carry thru April. 
Fabrics and pastel suedes look good for May. 


Open Sandals 

The tendency in St. Louis. Men’s business 
equal to last year but not stimulated by 
Easter. 


White Kid 

In pumps and straps look good for May and 
June selling in Omaha while natural and 
white linen cloth will be good in May. 


Ties and Pumps 

Predominated in Springfield, III. Black with 
white trim best bet. Easter volume com- 
pared favorably with last year. 


Spring Outlook 

Encouraging. Easter business 10 per cent 
better than last year in New Orleans. Big 
demand for sport effects. 





Tell Them “It’s Smart to Be Comfortable!” 


Dressy Feminine Fashions of 1931 Demand Shoes of Simple Lines 
and Design—Feature Shoes That Fit Both Fashion and Feet in Your 
Foot Health Week Publicity 


Echoes are most women 
are way ahead of you on fashion facts. They usually 
are, somehow. But you can crystallize the idea, and 
let them know you know with publicity that empha- 
sizes the slogan—‘‘It’s Smart to be Comfortable.” 

If you ever indulge in the famous national pastime 
you'll understand when I say, “The cards are running 
your way”—and you'll play ’em for all they’re worth. 

Fashion is with you. Foot Health Week is con- 
centrating national attention on comfort. The smart 
simplicity of design in most shoes of the foot comfort 
type is right in line (if you have picked right in mate- 
rials and colors). You’ve got everything made to 
order for a grand and glorious push. 

Start now. Present the idea continuously, from all 
the many angles you can think of. Some suggestions 
are given here. Tie them up with your shoes and 
your store. Back up your newspaper ads with win- 
dow displays and cards that impress the idea still 
more upon receptive minds. 

Here it is: Fashion right, fit right, wear right. 
Smartness, foot health, economy. 

GET HOT! Lukewarm promotion gets only a 
chilly response! 


Ideas for Display Cards 


Foot Health Week—an important occasion for 
comfort-seeking men, women and children. 


For Modern Women—clever combinations of 
smart style and complete comfort. 


Sight-Seeing This Summer — (store name) 
shoes will give you all-day foot comfort. 


(Store name) shoes assure enjoyment of every 
walking hour. 


——e@ FOOT HEALTH ADS ¢ 


Don’t Let FOOT FATIGUE 
Spoil Your Evenings 


When hurting feet keep you from enjoy- 
ing an evening of relaxation and pleasure— 
check up carefully! 

Perhaps it’s “foot fatigue.” 

There’s a limit to physical endurance. 
When feet are encased all day in shoes that 
strain and tire, they simply cannot carry on 
further. 

Wear (store name) shoes—smartly styled 
and correctly fitted—prevent foot fatigue— 
be able to enjoy your evenings. 


IT’S SMART TO BE COMFORTABLE 
e@ 





Smart Utility 


Today the most useful things of everyday 
life combine smartness with utility—even to a 
kitchen knife or a light plug. We expect it. 
You'll see it in store name shoes, too. The 
once homely “comfort shoe” is today a smart, 
trim, stylish shoe. So graceful, and style cor- 
rect is the modern version of the “comfort 
shoe” that It’s smart to be comfortabie. 


Try them during 
Foot Health Week 


Proper Balance Prevents Strain 


Nature, the great engineer, has constructed 
the arches of the foot to give perfect balance 
to the body. 

When improper shoes destroy that perfect 
balance, the entire body suffers—often before 
the feet themselves give acute trouble. 

Machinery that is off balance cannot func- 
tion to full efficiency. The body will fight 





against such handicaps for a time and then 
break down. 

Why take chances, when you can have the 
physical comfort of (store name) shoes, plus 
the mental satisfaction of their smart style? 
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Make Foot Health Your After-Easter Keynote 





eFOOT HEALTH WEEK» 


eFOOT HEALTH WEEKe 





Miss 1931 
Chooses 


Her Shoes 


Miss Modern knows what’s what. You don’t 
catch her spoiling her good titnes with tired, 
achey feet, headaches, backaches and all those 
foolish ailments. Not on your life. 

She picks her shoes for Comfort as well as 
Style. She knows that smart simplicity in 
shoes matches up well with styles of clothes 
in vogue this season. 

Chances are she’s wearing(Store Name) shoes 
for young women because they meet her 
modern viewpoint. It’s smart to be comfort- 


able. 


| TRY THEM DURING 
FOOT HEALTH WEEK 


STORE NAME 























Be Correctly Shod— 
and Comfortable 


“Dress Well and Succeed” is the rule nowadays. 

A man is judged largely by his appearance and good 
apparel is a good investment. However neat and 
smart the rest of his garb, the effect is marred by 
untidy shoes. 

It’s equally important that shoes be comfortable, 
for foot comfort plays a big part in bodily and 
mental efficiency. 

You can’t look your best or do your best work if 
your shoes are improperly fitted. That’s why our 
scientific fitting appeals to successful men. 


| VISIT OUR STORE DURING 
FOOT HEALTH WEEK 


STORE NAME 














eFOOT HEALTH WEEK» 


eFOOT HEALTH WEEKe 





“How Well 
You Look!” 


“Marvelous—what have you been doing? 
Dieting?” 

“No, walking. A friend of mine persuaded 
me to go with their hiking crowd one Sun- 
day. I discovered my shoes were not right. 
Then I went and got a new pair, because I 
knew I’d discovered a real way to build up. I 
also got the habit of wearing the right shoes 
all the time. Surprising what a wonderful dif- 
ference it makes.” 

“Marvelous—I’m going to try it myself—can 
I come with your crowd Sunday?” 

“Sure can. But first make sure your shoes 
are right.” 


°IT’S SMART TO BE COMFORTABLE + 
STORE NAME 























Nature’s 
Rouge 


Color in your cheeks brought there by the 
free circulation of an active, healthy body is 
only one of the pleasant results of walking in 
shoes rightly fitted. 

Graceful carriage, a better figure and vigor- 
ous vitality are all yours at so little cost when 
you join the throngs on their rambles to hap- 
piness and health. 

Formal footwear can be comfortable too if 
it fits your feet properly. We specialize in 
a correct fit—always. 


TRY US DURING 
| FOOT HEALTH WEEK 


STORE NAME 
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Sam Rosenblatt Co. 





store. 


JGA:m 


Gist ie io co 
Home | “te | Othes 


Mr. Fred Boekhoff, 
Myrtle Creek, 
Oregon. 


Dear Mr. Boekhoff: 


On Apri 
pair of black Bostonian oxfords et our 


laces often become frayed, depreciating 
the sppearance of a well-groomed shoe. 


we 
shoe laces--thinking perhaps that they 
might be of service to you at this time. 


giving the service that you expected. 


haffner 


Portland, Oregon 
Jaly 10,1929. 









ril 20th, you parchased a 





With constant friction, shoe 


le are enclosing a pair of new 


We trust that the shoes too are, 


Cordislly, 
SAM'L ROSENBLATT 


SHOB DEPT. 








Five direct mail pieces that have proved efficient 
reminders of conscientious customer service. 





Scoring Sales with Uncle Sam 


Direct Mail Ideas Tried and Found Successful 


l. takes the little extra punches 
to get the extra sales. The merchant who puts 
plus effort into his business forges ahead when others 
can scarcely hold their own. The merchants quoted 
herewith all had some good little publicity tricks up 
their sleeves which they were able to use to advantage 
at the time when sales stimulation was needed. 

“Inject plenty of human interest in your advertis- 
ing copy, not only to get it read but to get it talked 
about,” is the rule governing publicity proclaimed by 
Joseph R. Lazarus. 

This energetic Pampa, Texas, retail shoe man ties 
up with the local happenings in a very clever man- 
ner. When the New Worley Hospital was opened, 


congratulations to Dr. McKean headed one adver- 
tisement. In another, Lazarus shows no shoes but 
a picture of a father, mother, brother and sister; the 
heading tells that he has shoes for the entire family. 
Again in a series of three ads the endorsement of a 
home economics expert who was conducting a school 
in Pampa was featured. In this latter case it was 
figured that all the women in town would look at 
the ad if for no other reason than to see why this 
expert’s picture was appearing. 

The Glove Grip Shoe Store in Portland, Ore., 
plans to have something in the way of direct mail 
going out most of the time. Simple messages repro- 

[TURN TO PAGE 66, PLEASE] 
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At last... a Sandal of surpassing Beauty! 


VIOLET RAY SANDALS 


T616—“Brownbilt” 
Women’s White Calf “Violet Ray” Pump, Patent and 
White Lacing, 23-inch Covered Wood Spike Heel, 
Imitation Turn, Doris Last. AA 5-8, A 4-8, B 3-8, 
C 2%4-8 $3.15 
mets —Same: im Sea. Sand Kid. ......60.5.06.0c00cc0e0es $3.15 


T617—“ Brownbilt ” 
Women’s Astrakhan Calf “Violet Ray” 
Center Buckle Strap, Brown and 
White Lacing, 134-inch Covered Wood 
Box Heel, Imitation Turn, Elite Last. 
AA 5-8, A 4-8, B 3-8, C 214-8... .$3.15 
T618—Same in White 


HIS year retailers can turn summer sunshine into golden 
dollars. Your style-conscious customers, who could not 
be won to sandals of past seasons, will flock to the Violet 
Ray Sandal and be delighted with it. Here is a sandal of 
surpassing beauty and design, the latest product of a health 
enlightened age. It is the snappiest, smartest idea that 
has come to feminine footwear in a generation. Intricate, 
colorful, woven patterns that delight the eye, the first foot- 
wear ever to achieve true harmony with the airiness of 
summer street costumes. The netting of leather lets the 
foot breathe. It gives the muscles 
full play; it allows graceful, free 
motion; it has the fitting qualities of 
other shoes—it gives support where 


needed and the arch is securely held. / ] 
\! j Vd 
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Brownbilt 


PATENTED 
AUG.5.1930 
NO.1772340 


This insert shows the line in actual 
colors. All are carried in stock for 
instant shipment. Make up a mail 
order now. Turn summer sunshine 


into golden dollars. 


Trav Guoe Gow Qe 


Manufacturers St. Louis 
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T420—“ Brownbilt” 
Women’s Beige Russia “Violet Ray” Side Buckle 
Sandal, Brown Lacing, 134-inch Covered Wood Box 
Heel, Imitation Turn, Ginger Last. A 4-8, B 3-8, 
C 244-8 

T419—Same in Patent..........cscccceseees canoe 


T421—“Brownbilt” 
Women’s White Russia “Violet Ray” Side Buckle 
Sandal, Patent Lacing, 134-inch Covered Wood Box 
Heel, Imitation Turn, Ginger Last. 
Pir A BOE SBC ty Bia ois. 400) slarwinravesceisieieisiets scetiersteaeie 


Everyone Knows Sunshine 


T494—“Brownbilt” 
Girls’ Beige Russia “Violet Ray” Side Buckle Sandal, 
Astrakhan Beige Calf Trimming, 13¢-inch Covered 
Wood Box Heel, Imitation Turn, Saucy Last. A 
RS fe ES ee ee $2.65 
Se STIE FD RUC 6 5-0 0:6:0.00 010019040009 09000000 $2.65 

















275C—Sea Sand Calf Envelope Bag 
—Insert Punched and Laced as 
“Violet Ray” Pump T615. $24.00 
Per Dozen Bags. 


Wrawnr Sass Gowsgaiag, 


Manufacturers St. Louis 





G458—‘‘Brownbilt” 
Women’s White Elkide “Violet Ray” Blucher Oxford, 
\hite Rubber Sole and Heel, Welt, Health 4 Last. 
AA 4-8, A 3%-8, B 3-8, C 24%4-8 


Means Health 




















G507—“ Brownbilt” 
Women’s Putty Beige Calf “Violet Ray” Blucher Ox- 
ford, Brown Calf and White Calf Lacing, Mat Rubber 
Sole and Heel, Welt, Health 4 Last. 
AA 4-8, A 3%4-8, B 3-8, C 2%4-8 


G457—" Brownbilt ” 
Women’s Putty Beige Elkide “Violet Ray” Blucher 
Oxford, Brown Calf Lacing, Natural Rubber Sole 
and Heel, Welt, Health 4 Last. 
AA 4-8, A 3%-8, B 3-8, C 24%-8 


Beauty 


EALTH can well be 

the fashion when it 
develops a thing so beau- 
tiful as these Violet Ray 
Sandals. Intricate, woven, 
airy patterns, the first 
footwear ever to achieve 
true harmony with sum- 


mer frocks. : : : : 


DWraws Sroe Gouge, 


Manufacturers St. Louis 





G953—“ Brownbilt” 
Girls’ Betty B Sea Sand Ivory “Violet Ray” Blucher 
Oxford, Sea Sand Calf Lacing, Natural Rubber Sole 
and Heel, Welt, Health 4 Last. 


‘disses’ Same, Footshaping Health 3 Last. 
Nea pu xussisccesensevevel $2.35 


F896—“Buster Brown” 
Misses’ Putty Beige Calf “Violet Ray” Side Buckle 
Sandal, Plain Toe, Brown and White Calf Lacing, 
Natural Rubber Sole and Heel, Welt, Footshaping 
renin 3 Last, B, C, D 1196-8.......60ccsscceeees $2.60 
Girls’ Same, Prom Last. AA 3-7, A, B, C 2%4-7...$3.00 


W245—" Brownbilt ” 
Misses’ Sea Sand Side “Violet Ray” Center 
Buckle Sandal, Brown. Calf Lacing, %-inch 
Rubber Heel, Imitation Turn, Ballie Last. 
ne $1.75 
Child’s Same, %-inch Rubber Heel, 46 Foot- 
shaping Last. D 814-11 


W246—"“Brownbilt” 
Misses’ White Side “Violet Ray” Center Buckle 
Sandal, Patent Lacing, 34-inch Rubber Heel, Imita- 
tion Turn, Baillie Last, (CG, D tte... cccanes $1.75 
Child’s Same, %-inch Rubber Heel, 46 Footshaping 
Last. D 8%-11 


HAT glorious gift of 

nature’s — Sunshine— 
is a well known cosmetic 
and provides health and 
beauty in a_ bountiful 
supply. The feet are given 
little chance to enjoy this 
gift. But—with Brownbilt 
Violet Ray Shoes the 
sunshine, carrying ultra 
violet rays canreachthem 
and a new era of foot 
health is here. : : : 


Drow Sro)e Gowsgasnag, 


Manufacturers St. Louis 
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Can you offer him 


the same shoe in ALL SIZES? 


You can offer your customers better-fitting shoes that retain 
the character, lines, and contour of the sample 4B last, in 
all sizes by using Coordinated Lasts and Patterns . . . The 
smaller and larger sizes of any given style, when made on 
ordinary lasts, often vary in general effect and appearance 
from the 4B model. 


When you insist upon Coordinated Lasts and Patterns you 





have the guarantee of machine precision throughout as 






against hand work . . . Ours is the original and only 





machine grading. All other grading is hand grading and 






therefore subject to inaccuracies. 


COORDINATED LASTS and PATTERNS 


i i bn bp by Gp Gp bp b> Gy Cy by bp b> fo 



























BOSTON + MASS. 





UNITED LAST COMPANY > 
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(clits meet Mr. Dollar! 

In case you didn’t know—or had forgotten—Mr. 
Dollar is on our pay roll. 

Furthermore, Mr. Dollar is our most expensive em- 
ployee, very lazy in some stores, very active in others. 
But he draws the same salary in either case. Which 
needs explaining. 

In the average store, for every dollar’s worth of 
stock there is somewhere near a dollar’s worth of ex- 
pense. 
of $30,000 yearly expense. 
$30,000 stock. 

Whence comes the money to pay those expenses? 
Think clearly now. Our expense money can come 
only from the money earned by our investment in 
stock. 

Immediately it becomes apparent that every dollar’s 
worth of stock must earn $1 during the year to pay 
Of course, this amount is not exact nor 
It may be 80 cents; it may $1.25. But the 
So, to be agreeable, let’s just 


It has also around a 


expenses. 
fixed. 
principle is the same. 
call it dollar for dollar. 
Fundamentally, everything in the store, the sales- 
men, the shoes, the chairs, the books, everything ex- 
ists solely to help Mr. Dollar do his work. 


If Mr. 


Keep Your Dollars on the 


A $100,000 business has in the neighborhood’ 
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Stock Dollar lies idle too long on the shelf, his boss, 
the store, cannot make a profit, no matter how smart 
the salesmen, how clever the advertising, or how en- 
viable the institution’s prestige. 

Now let’s see how the thing works. 

Here is $4 invested in a pair of pumps. When we 
sell those pumps for $6.50 our $4 has earned $2.50 


to apply on expenses. Then we must promptly in- 
vest our $4 again. If, before the year is up, this in- 
vestment earns another $2.50, then that Mr. Dollar 
has done more than his minimum duty. He has 
earned some profit in addition to his share of the ex- 
penses. He is an active, profitable employee. 

But suppose this Mr. Dollar turns out to be a lazy, 
indifferent sort of fellow, content to sit on the shelf 
all year round. His share of the expenses becomes an 
increased burden that must be borne by the other 
more industrious employees. 

The earnings of several Mr. Active Dollars must 
then go, not into profit, but to pay the expenses of 
Mr. Lazy Dollar, the shirker. 

This relation between expenses and stock is not at 
all uniform in individual stores. Sam Jones’ store 
has $40,000 expenses and only $20,000 stock. It is a 
very safe bet that Sam Jones is making money, be- 
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Jump! 


cause every dollar of stock there earns $2 worth of 
expenses. Mr. Dollar doesn’t loaf on the job in that 
store. 

Across the street John Brown has $20,000 expenses 
and $40,000 stock. Every dollar of stock earns only 
50 cents during the year. John Brown can’t make a 
penny. His most expensive employee, Mr. Dollar, 
spends too much idle time. 

All of which sheds considerable light on the prob- 


lem of making a profit in 1931. It is a matter of 
eliminating the unprofitable employees, including 
stock that refuses to work. For instance: 

Store A’s btisiness centers around $6 arch support 
shoes. However, there has always been an occasional 
call for evening slippers. On the well known prin- 
ciple that you can’t sell what you don’t have, they 
have always carried a few evening slippers. 

Mr. A doesn’t know much about evening slippers 
nor do his clerks. Some way Mrs. Public prefers to 
buy evening slippers over at store B, where they spe- 
cialize in novelty shades. So at every clearance sale 
store A has a lot of mis-picked slippers to clean out 
at a loss. 

In 1931 store A will not buy a pair of lazy evening 
slippers, but will get what they can for the stock on 
hand and put that money in the active $6 staples. 

Store B is a small exclusive shop whose novelty 
styles can be handled profitably only when a limited 
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For Idle Dollars Are the Most 
=o Expensive Loafers on Your Payroll 


Vv Vv 


number of each shoe is bought. Mr. B., anxious to 
miss no sales, used to try to buy every shoe from 3’s 
to 9’s in all widths, making a thin spread of sizes all 
over instead of heaped up in the middle. When the 
season was half over he still would have plenty of 
total pairs but no middle sizes. Mr. End Size Dollar 
loafed on the job till sale time and didn’t earn a cent 
toward expenses. 

In 1931 store B will buy twice as many middle sizes 
and half as many end sizes. Just a matter of firing 
his lazy employees and giving more opportunity to 
those that can work and will work. 

Store C had a show case up front where the girl 
sold hosiery and took in repairing. The repairing 
cluttered up the hosiery case and made it impossible 
for her to keep her hands clean and her selling space 
neat. 

Mr. C complained hosiery didn’t pay. His wife 
offered her viewpoint. “Why do you give repairing, 
which is a minor operation, as much attention as you 
do hosiery, one of your major activities ?” 

After grumbling a while about expenses Mr. C 
moved the repairs away, enlarged the hosiery and put 
some effort behind it. He discovered his hosiery dol- 
lars were willing and anxious to work. When given 
the chance each dollar of stock there earned at least 
$2 worth of expenses. 

In 1931 Mr. C will encourage the essentials of his 
business all he can and spend as little effort as pos- 
sible on non-essentials. 

Store D needs faster turnover. Mr. D wore out 
three lead pencils demonstrating to his salesmen and 
to himself that a lower stock meant a higher turn- 
over. Yet in spite of his convincing figures he con- 
tinued to observe that when he let his stock get low 

[TURN TO PAGE 60, PLEASE] 


“ 








wy 


— 


4 


PHILADELPHIAY ( 
for Quieker Deliveries 


N addition to affording the advantages of skilled shoe workers and 
proximity to raw materials, a Philadelphia location for shoe manu- 
facturers makes it easier to meet the growing demand for speedy delivery. 


The Atlantic Coast States, shown by the shaded portion of 
the map, contain 48% of the country’s spendable income— 
$45,802,804,000. This income centers at a point thirty-eight 
miles northwest of City Hall, Philadelphia, and the city 
of Philadelphia is the strategic distribution point for this 
area, which is America’s greatest market. 


An ample supply of leathers produced in the immediate 
vicinity, and less time for delivery to the trade, permit 
maximum service with minimum inventory. 


Without cost or obligation this Association will prepare and Philadelphia affords in favorable 
balance allimportant factors for 


submit data relating specifically to Philadelphia’s opportunity re ne has petal, gang 


for your business. Please address Department B. M. on your tess. These free booklets give 
the important facts. Address 


business letterhead. Department B, M. 
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Wauy is this new sole sweeping the 
country? 


WHy are debutantes... golfers . . . ma- 
trons... children... millionaires. .. college 
men demanding shoes with Darex Soles? 


WHy are shoe manufacturers excitedly 
making more and more Darex-soled shoes? 


WHY are stores wiring “Send more quick’’? 


ee cal 


. 
: * 


i 


BECAUSE they are warm in winter... 
cool in summer . . . insulating! Slip-proof 
. . . water-proof .. . almost wear-proof. 
Comfortable . . . quiet. Fine in texture like 
suede ... adding chic to smart footwear. 


PEDO OH 


IN NEW YORK - B. ALTMAN & CO. — BEST & CO. — 
LORD & TAYLOR — SAKS-FIFTH AVENUE 


- WM. FILENE’S SONS CO. — THE 
SHEPARD STORES — JORDAN MARSH CO. 


IN PHILADELPHIA ”. JOHN WANAMAKER — A. H, GEUTING CO. 
IN WASHINGTON sae oe WOODWARD & LOTHROP 
IN PITTSBURGH - + = JOSEPH HORNE CO. 
IN BALTIMORE o eon BLO STS A ee 
IN CINCINNATI —- a oe H. & S. POGUE COMPANY 
IN DETROIT . : ‘ - PLUNKETT BROS. 
IN CLEVELAND - + +  THEMAY CO. 


IN CHICAGO CHAS. A. STEVENS & BROS. — 
PEACOCK SHOE SHOP 


IN MINNEAPOLIS : - - L.S. DONALDSON CO. 
IN DENVER - - - THE GANO-DOWNS CO. 
IN KANSAS CITY ARNOLD GLOVE GRIP BOOT SHOP 
IN ST. LOUIS 7 SCRUGGS, VANDERVOORT & BARNEY 
IN LOS ANGELES - - - - B.H. DYAS CORP. 


YOU'LL BE SURE BOTH STYLE AND COMFORT IF YOUR SHOES HAVE Darex Soles 


INBOSTON - 
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NOW—ON THE AIR! 


COAST TO COAST 


Twice a Week— 
Starting April 14 
Dr. Scholl's 


“Foot Comfort 


Ramblers” 


and All-Star Program of 
Lilting Music and Song! 


On coast-to-coast network each Tues- 
day at 7:45 P. M., Eastern Time (Day- 
light after April 26), WJZ and Associ- CROMESTRA in De. Scholl's “Fost Comfert Rem- 


jn a. Lary for — Ld cs “a 
‘ ornia mblers, also in Ziegfleld F oS an 
ated NBC stations. one 


“Midnight Frolics.’’ 
ALSO 


each Thursday at 2:45 P. M., Eastern 
Daylight Time, WEAF and Associated WT. KIRKEBY- 
NBC stations. 


Consult your local newspaper for time of broad- ] 
casts over your favorite station. 


eee Se ee 


Neen ante 








By employing both the RED and BLUE Networks of N. B. C., 
ractically every Radio listener in your community and vicinity will 
ear Dr. Scholl’s Foot Comfort Message twice each week! This, 
together with our intensive Magazine and Newspaper Advertising 
Campaigns, means that your sales of Dr. 
Scholl’s Foot Appliances and Remedies will be 
greater by far en ever. The closer you tie 
up to these campaigns with window and counter 
display, the bigger your returns will be! 

















BROADCAST STUDIO of National 

Broadcasting Company, Fifth Avenue, 
Control Room New. York. 
of National 
Broadcasting 
q Company for 

regulating vol- 

IONA MULL—Dr. Scholl’s Star—0Out- ume. 
standing young American soprano. Win- as 
ner of N. Y. Federation of Musie 
Contest and of the Marion Talley and 
ee Etleen Douglas——Director of Dr. Scholl's 
‘Foot Comfort Ramblers.’ Star of ‘The 
Cat and The Canary,’’ ‘Grand Street 
Follies,’’ etc. 






































KELVIN KEECH—<Announcer of 
BENNETT F. GRAUER — An- Dr. jn ene Pain om 
nouncer of Dr. Scholl’s Evening over Station ») an ssociat 
THE RONDELIERS—Famous Quintet of Programs over Station WJZ and stations. 

Harmonizers, enormously popular with the Associated N. B. C. stations. 

Radio Audiences—will figure prominent- 
ly in Dr. Scholl’s ‘‘Foot Comfort Ram- 
blers” on the Air. 
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NATIONAL NEWS 


SATURDAY APRIL 11, 1931 


EVERY WEEK 








Milwaukee Shoe 
Factories Show 


March Increase 


MILWAUKEE, Wis. (UTPS)—Milwau- 
kee shoe manufacturers, at least nine 
out of ten, report a very excellent 
March business, which in most in- 
stances has exceeded their fondest ex- 
pectations. At the James Shoe Co. 
shipments have been so heavy that 
workmen were employed on Saturday 
afternoons and even on Sundays. Mr. 
McMahon of this company reports that 
the mid-West is leading in sales at the 
present time, followed by the Eastern 
States and the Far West. The poorest 
section seems to be in the Carolinas. 
Pennsylvania, for a time in a slump, 
is recovering rapidly. Collections with 
the James Shoe Co., as with nearly 
every other local manufacturing con- 
cern, have been only fair, although 
April should show a decided bettering 
in this connection. 

— & Chapline reports March as 

ry good, their output being sold rap- 
idly in the Central States, the West 
and the East. Chapline-Mayer reports 
a wonderful business, a noticeable pick- 
up in sales in all sections except parts 
of the South being experienced. 


St. Louis Manufacturers 
Elect Reese President 


St. Louis—The St. Louis Shoe Man- 
ufacturers and Wholesalers Associa- 
tion, at its regular monthly meeting 
held Friday, March 27, elected the fol- 
lowing officers and directors: 

President, Carlos Reese, Roberts, 
Johnson & Rand Shoe Co.; first vice- 
president, F. S. Rice, Rice-O’Neil Shoe 
Co.; second vice-president, N. McDon- 
ald, Johnson, Stephens & Shinkle Shoe 
Co.; treasurer, A. G. White, Brown 
Shoe Co.; directors, John A. Bush, 
Brown Shoe Co.; J. T. Pedigo, Pedigo 
Lake Shoe Co.; J. T. Samuels, Samuels 
Shoe Co., and O. M. James, Peters 
Shoe Co. 

The association was organized in 
1919 and made its first group exhibit 
at the N. S. R. A. convention in Boston 
in 1920. Its principal function is the 
expansion and development of the St. 
Louis shoe market and broadening the 
channels of distribution for its manu- 
facturers. 
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Trade Steady, No Marked Change 


Easter Helped Chicago Stores, But Retail Shoe Trade in General. 
Showed Only Moderate Improvement 


CuHicaco (UTPS)—The public’s de- 
sire to “dress up” for Easter made 
itself felt in local retail shoe stores 
and department store shoe sections 
last week. Otherwise local shoe busi- 
ness in general proved firm but devoid 
of marked improvement. 

New shoes and accessories of all 
kinds were in demand right up to the 
last minute in anticipation of the an- 
nual Easter parade. 

“We are doing quite well,” reports 
G. Lyden, manager of the new Peacock 
shoe department recently opened in The 
Tailored Woman, one of Chicago’s 
“Gold Coast” shops on upper Michigan 
Boulevard. 

This shop caters a great deal to the 
more conservative buyers, and Mr. Ly- 
den finds that black still remains popu- 
lar with them. Tans are somewhat 
better. 

“There is a distinct tendency for our 
younger women patrons to demand 
walking height heels,” he says. 

The new store has engaged in an 
aggressive newspaper and direct mail 
campaign to increase their patronage. 

A. J. Mathews, now manager of the 
Hanan & Son men’s shoe store on State 
Street, and previously manager of their 
Madison Street establishment, finds 
that business is fair. 





U. S. Leather Head Finds 
Business Better 


New York.—David G. Ong, president 
of United States Leather Company, yes- 
terday declared in his comments to 
stockholders that business was slightly 
better, that the turn has come and 
although it was low and gradual it was 
quite perceptible. He added: 

“Our main difficulties have been the 
fact that the tanning of leather is a 
long-time process from the time we buy 
raw material until we sell our finished 
leather. 

“I think that 1931 is going to be fairly 
satisfactory, not for the first half pos- 
sibly, but for the entire year.” 














“T don’t know what to say,” replied 
Mr. Mathews in answer to a question 
about conditions. “Certainly business 
can’t be called ‘spotty,’ for then you 
have some banner days and some poor 
ones. Every day is just the same. We 
are plodding along, which, after all, 
is still much better than backsliding.” 

“Business is good. We did 40 per 
cent more business in February than in 
the preceding month, and March will 
show a nice increase,” states Francis 
X. Daly, head buyer for the Chicago 
Saks-Fifth Avenue store. 

“Black and brown patent are out- 
standing,” he declared, “and we sell 
many bags to match. Blues are popu- 
lar and reptile trims prove good on 
nearly all models.” 

“There is a noticeable tendency,” Mr. 
Daly went on to say, “for the younger 
women to wear medium low heels. Our 
‘Boulevard Heel,’ a medium walking 
heel, is much in demand.” 

A new sport shoe, characterized by 
Mr. Daly as the “lightest weight golf 
shoe in the world,” is really a most 
beautiful model. A one-piece seamless 
affair with rubber sole, it is exception- 
ally flexible. “The only stiffening is a 
small counter at the heel. It is scal- 
loped along the lace eyelets, adding a 
touch of smartness to an otherwise 
plain model. The shoe comes in either 
all white or brown. “They sell so 
fast,” says Mr. Daly, “that our factory 
can’t keep us in stock. We have de- 
clined scores of golf stores and profes- 
sionals asking for the agency.” The 
shoe retails for $12.50 

Mr. Daly concludes with the infor- 
mation that Saks-Fifth Avenue will 
soon feature a “Dressmakers” shoe. 


Thomas S. Childs Visits 
South America 


HOLYOKE, Mass.—Word from Thomas 
S. Childs, dated from Montevideo, Uru- 
guay, indicates he will return home 
about the first of next month. This 
visit to South America is both to es- 
cape the New England winter and to 
visit his son, who is United States con- 
sul there. 















C. H. Ferguson to Direct 
Hannahson’s Stock Service 


HAVERHILL, Mass.—The Hannah- 
son’s Shoe 9 Br has announced the 
appointment of C. H. Ferguson, for- 
merly with the Hamilton-Brown Shoe 
Company, to direct the activities of its 
in-stock department. 

The Hannahsons Shoe Company 
stocks a large and complete line of 
women’s novelty shoes retailing: at pop- 
ular prices. Forty numbers in all are 
available in all widths. Special atten- 
tion is being given to patterns adapt- 
able to Junior Louis heels. 

Mr. Ferguson is preparing a new 
catalog, and the company plans to be 
represented by salesmen in all parts of 
the country. 





Eby Factory Busy 


EPHRATA, Pa.—Business with the 
Eby Shoe Co. of Ephrata, Pa., is now 
very active. The plant is making about 
4000 pairs a day and report they are 
booked ahead on this basis until late 
April. This is largely a result of a 
reconstructed selling policy and the 
establishing of a price range that falls 
into the most popular volume consumer 
demand. 

The factory reports that activity in 
oe page we applies both to the welt and 

cKay branches of the business and 
there is also a very considerably in- 
creased volume in their infants’ pre- 
welt line. Late Summer and new Fall 
samples are now being prepared and 
the selling staff will start out on their 
trips for the presentation of these 
immediately. 





Marbach Company Moves 
to Duane Street 


NEw YorK—The Marbach Shoe & 
ee Somoany in-stock house of 
work shoes and house slipper, now lo- 
cated at 132 West Broadway, will short- 
ly occupy the entire five-story building 
at 159 Duane Street. 

This firm, composed of Al and Sam 
Marbach, commenced business five years 
ago, occupying a small space at 138 
West Broadway. The business has 
grown steadily, and it was recently 
gy necessary to provide larger quar- 

rs. 





Lower Price Section for 
Carson, Pirie, Scott 


Cuicaco (UTPS)—Carson, Pirie, 
Scott & Co. have just opened another 
new shoe section. It is called the “Mod- 
erate Price Shoe Section.” 

The new quarters are just around 
the corner from their main shoe de- 
partment on the third floor, and they 
will take a special interest in the 
younger set—the business girl, her 
tastes and desires. All shoes in this 
oagoe will be offered for one price, 


It is of course furnished and ar- 
ranged in harmony with their exist- 
ing departments and is attracting wide 
attention from the class which they 
aim to cater to. 

_ F. C. Scholtz, formerly head buyer, 
is no longer connected with the organ- 
ization. R. L. Thompson, previously 
with J. P. Hudson, is now in complete 
charge of all the Carson-Pirie shoe de- 








Co-operative Sport Shoe Campaign 
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THE SAN ANTOMO LIGHT 

















Fashion has 


— 
ies. 











decreed that it shall be. 
SPORT Pas 
SHOES | | 


For Men 


that want to dress 
smartly for Spring! 
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i tise Dress Smartly 
Pe eee) P Wear 
sie : Sport Shoes E ee 
ony sa Sei ee —— is 
“sag ‘These Smart Shops are Rehiy  . seine vi 
sete |} now ready to show you ff rence rece oe ns 2 
the new Sport Models! 
Frank Bros. The Guarantee Washer Bros. Co. Joske Bros. Co 
Chas. Staudt Weiss Shoe Co. K. & M. Shoe Co. Walk-Over Shoe Co. 


ae Gemter Metal Bidg. 


SAN ANTONIO, TEXx.—Eight leading 
San Antonio shoe stores and shoe de- 
partments gave sport shoes an early 
boost this year by inserting a full- 
page newspaper advertisement, paid 
for cooperatively, to call the attention 
of men and young men to sport shoe 
time. The advertisement is generally 
credited with stimulating earlier sport 
shoe buying. 

The page advertisement contained 
eight large actual illustrations of shoe 
patterns being featured by the stores 
and a comparatively small amount of 
text, boosting early wearing of sport 
shoes. The copy was headed: “Fashion 
has declared that it shall be SPORT 
SHOES for Men that want to dress 
smartly for Spring!” 

The text of the advertisement went 
on to inform the public that stylists 
had predicted much color for men’s 
shoes this year and that a record sports 
season was at hand. It tied up with 
the national shoemen’s conventions held 
recently and stressed that San Antonio 
dealers were prepared as never before 
with greater varieties of patterns and 
colors to meet the new color demand. 
“And so,” concluded the text, Mr. 
Man and Mr. Young Man, to be in the 
set of smart dressers this season—it’s 
WEAR SPORT SHOES AND BE 
DRESSED SMARTLY.” 

A paragraph referred readers to in- 
dividual advertisements of the various 
stores that would appear from time to 





partments. 


time. 
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Under each i!lustration was the name 
of the pattern featured and a brief de- 
scription, together with the name of 
the store that was carrying it. 

The eight firms sponsoring this co- 
operative campaign were: Frank Bros., 
Charles Staudt of Fomby Clothing 
Company, The Guarantee, Weiss Shoe 
Company, Washer Bros. Company, K. 
& M. Shoe Company, Joske Bros. Com- 
pany, and Walk-Over Shoe Company. 


F. E. Ballou Presides at 
Retail Trade Dinner 


PROVIDENCE (UTPS)—Frank E. Bal- 
lou, veteran shoe retailer and local civic 
worker and chairman of the Retail 
Trade Board, spoke at the annual ban- 
quet of that meeting held on Thursday 
evening in the Biltmore Hotel. Mr. 
Ballou described the various services of 
the board, covering its legislative work- 
ings, its personnel improvement courses 
and its various cooperative advertising. 

More than 400 Chamber of Commerce 
executives, state business men, Governor 
Norman S. Case and guests were pres- 
ent. Mr. Ballou was toastmaster—and 
a witty one, too. 

The meeting in general was an op- 
timistic one, nearly everyone voicing 
the opinion that the depression was be- 
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hind us and good business ahead. 





The 
$1 2-50 to $1 5.00 


MARKET 


is now a 
$9 to $10 one 


The $12.50 to $15.00 market for men’s. shoes 
has not been eliminated. But Holland has 
created a broader market by offering at $9.00 
and $10.00 retail the Holland Double Duty 


Arch Shoe. 


These shoes are in every way equal to any 
$15.00 shoes at today’s market value. Stores 
can easily command prices of $15.00 for these 
shoes. But the $9.00 and $10.00 price pro- 
vides an excellent mark-up—and in appear- 
ance, finish, shoemaking, materials, fit and — 
comfort, you are giving your customers the ate ee See ae ee 
highest attainment in men’s fine shoe con- nme 


, and longitudinal arches. 
. A gentle depression for the contours of 
the foot. 


Snug fit around the ankle and heel. 


1 
¢ 2 
struction. 
3. 
4. Refinement of finish so that the eye-ap- 
peal is immediate when you first show 


them. 


The finest stores throughout the country 
find a revelation in Holland Double Duty 5. Amazing custom fit for every normal foot. 


Arch Shoes for volume. See this complete 
and comprehensive line. All shoes and ox- 
fords featured in stock in AA to EE re | att 
widths, all leathers—all lasts. 
DOUBLE DUTY ARCH 


Shoe illustrated is DD32. 
Catalog on request. 


HOLLAND SHOE COMPANY 
HOLLAND MICHIGAN 


New York Office: 609 Marbridge Bldg., 47 West 34th Street 
DD OOOOONORN DOD DO DOD DODODODODHT 
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A Sales 


are your cece. 


J. M. ConnelI’s Popular 
Priced Riding, Field and 


white shoe cleaners Riding, Fe 


With close margins the order of the 
day, a popular priced riding boot from 
e . one of the country’s finest makers that 


brings repeat sales, is the boot to stock. 


= The new J. M. Connell riding boot, 
made on the latest English Last, with 
Ko A : F straps and special set-in vamps, at 


popular prices, is your answer for ex- 
tra Spring and Summer business. 


Connell also make and stock lower 
priced boots, for the volume trade. 


Connell Boots In-Stock at Met- 
ropolitan Shoe Sales, 141 
Duane Street, New York City, 
or write the factory. 


* 
J. M. CONNELL 
Shoe Company 


Oe a | * SOUTH BRAINTREE . .. MASSACHUSETTS * 
shoe cleaners HWS H 
you are carry- rt fi 
‘ing are sick i aa ay es) 
“white ele 2 CUTE CLEANER OS <1 


phants” on a = jf 
your shelves —~ HOTEL 


—if they re- 
spond to nothing but “cut-price operations” V I Cc T 0 R I A 


— it’s time for you to push Pee-Chee. 
Pee-Chee is the bright star among all 7th AVENUE AND 5lst STREET, NEW YORK 


white cleaners—has a long record of prefer- 
ence on the part of both trade and con- S. J. Mrrcuett, Manager 


Se is a full-price, full-profit item— LARGE SAMP LE 


because its quality is never in question. People 


know what Pee-Chee is—they know it’s worth the ROOMS FOR SHOE-MEN 


money. 
Standardize on Pee-Chee and cinch the white 


cleaner trade. : : P : 
Don’t forget Pee-Chee Kid Glaze for This hotel is well liked by the important 


oe sar See oe ane men in the shoe and leather industry. 
Order From Your Jobber Located on Seventh Avenue, corner 51st 


THE PEE-CHEE CLEANER MFG. CO. Street, virtually the heart of New York. 
Cleveland, Ohio 


D h 1000 LARGE ROOMS 
wale ae sa 
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© 
are YOU a Keds dealer 


Do you carry genuine Keds or are you attempting the profitless, hazardous task of substi- 
tution? How much easier it is to sell Keds, the line that is asked for by most of your 
customers! How much more profitable and satisfactory it is to sell Keds when you consid- 
er these facts: (a) Keds are the best known line of canvas top rubber sole shoes in the 
world. (b) More people ask for Keds by name than any other shoe. (c) Keds are the 
most completely advertised and merchandised line of canvas top rubber sole shoes in the 
world. 

Just look at the Keds program for 1931: I. Keds advertising in the comic sheets. What 
youngster can resist the funnies! A forceful campaign, nation wide in scope brings mil- 
lions of Keds messages to the users of Keds and their parents! 2. Keds advertising in 
boys’ and girls’ publications—intensive development of this rich Keds market—Keds ad- 
vertising in the youngsters’ own magazines. 3. Radio—dealers everywhere have asked for 
it. Here it is. Keds are are on the air! The Keds music, the Keds fun and the Keds story 
will attract tremendous attention—and sell Keds for you. 4. Keds Saturday Evening Post 
advertising Once more the strong selling messages of Keds will impress the millions of 
readers of this great weekly. &. Keds Wire Haired Fox Terrier Contest The Keds 
Dog Contest is with us again for 1931, bigger and more popular than ever before 
Dealers everywhere will profit by this nationwide prize contest for youngsters. 6. Keds 
Local Contests—Three of them, bigger, better, more interesting. Your own Keds Contest in 
your own store. Each one of them tried, tested, proven sales and profit builders. 7. Keds 
Window Displays—The Keds “Gang” display and the Keds DeLuxe display are back in 
the Keds sales program again. Countless dealers have asked for them! _ Need we say more! 
&%. Keds dealer helps:—the best we have ever produced ..... The Keds Handbook of 
Sports and Games; the Keds sales booklet “Your Five Ways to Sell’’; the Keds electro and 
mat service; known, appreciated, used by dealers everywhere. 9.Keds souvenirs — plenty 
of them, simple, easy to handle, effective and they all sell Keds. 10. The exceptional 


service facilities and resources of the 


United States @) Rubber Company 


Makers of Keds, the Shoe of Champions 





THERE IS NO SUBSTITUTE FOR KEDS IF YOU ARE THINKING IN TERMS OF PROFITS 
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WHERE TO BUY 
Men’s Shoes 





Stacy Adams Co. 
Manufacturers of 
MEN’S FINE 

SHOES 


Brockton, Mass. 








Richards & Brennan Co. Randolph, Mass. 














In Stoch Service Rerun 


EM.HOYT SHOE CO. f r 
oa Manchester,N.H. | 





“A MAN’S DECISION” 


THE 


Shoes 
Ola 


Colony 
Bestes 16% Beeex Street Shoe Ce. 
HN. Y—16-017 Marbridge Bldg. Mass. 











STEADY PROFITABLE 





SHOE 


FoR MEN 
M. A. PACKARD CO., Makers (P) 
BROCKTON 


NETTLETON 
Shoes of Worth 


A. BE. NETTLETON CO. 
BR. W. COOK, President 
Gyracuse, N. Y., U. S. A. 

MENS FINE SHOES EXCLUSIVELY 


























Rubber Footwear Sales Distribution 











DEPARTMENT OF COMMERCE 
OF THE 





Bauel 
—"" OWN WHOLESALE 
(62.4% 





DISTRIBUTION OF SALES 


MANUFACTURERS OF RUBBER BOOTS AND SHOES 
1929 


S THROUGH MANUFACTURERS 
BRANCHES 


TO WHOLESALERS 


TO METALERS 








Manufacturers of rubber boots and 
shoes sell principally through their 
own wholesale branches. Of the total 
sales in 1929 amounting to $102,538,- 
000, 52.4 per cent, or $53,661,000, was 
made in that way. 

The remaining sales were made as 
follows: 24.2 per cent, or $24,846,000, 
to wholesalers, and 23.4 per cent, or 
$24,031,000, to retailers. 

This report covers the sales of rub- 
ber boots and shoes by the 22 manufac- 
turing establishments engaged pri- 
marily in the manufacture of these 
commodities. It does not include the 


distribution of $16,405,025 worth of 
rubber boots and shoes made as secon- 
dary products in other industries. 
Statistics relative to the 1929 ship- 
ments and deliveries of this industry 
showing quantity and value for rubber 
boots, lumbermen’s shoes, arctics, gait- 
ers, and other shoes, and other facts on 
this industry are contained in the pre- 
liminary report of the Census of Manu- 
factures, 1929, issued October 6, 1930. 
A copy of that report will be furnished 
free upon request to the Census Bu- 





reau. 








Weather Against Easter Trade 
in Kansas City 


Kansas City, Mo.—The lure of the 
Easter season is not as strong as it 
has been in previous years, if pre- 
Easter sales records at local shoe stores 
are taken as a criterion for milady’s 
desire to have new attire, from tip to 
toe, for that important occasion. 
Weather conditions here the past two 
weeks have Been decidedly against shoe 
men, who feel that business would have 
surpassed figures for 1930 had the 
bright warm days experienced during 
the first half of March continued. But 
spring played her annual pranks at 
the wrong time for pre-Easter sales in 
shoe stores to mount to any surprising 
figures. 

“Downtown Day,” a special merchan- 
dising feature sponsored by the Mer- 
chant’s Association here Friday, March 
27, in which the shoe men cooperated 
by offering special values and donning 
elaborate spring displays of latest fash- 
ions, brought almost ten times the num- 
ber of shoppers to the downtown retail 
district that is there on normal Fri- 
days. Shoe stores and departments 
specializing in women’s footwear report 
a splendid response in sales activity, 
but those stores catering to male trade 
scarcely noticed any increase. 

Pumps are continuing to be the first 
choice in all styles of footwear. Chand- 
ler’s report black kid leading, with a 
close follow up of patents in pumps 
and sandal effects in patent strap 


56 


pumps. Ties are more active than they 
have been during the past season, ac- 
cording to J. M. Robinson of the Rob- 
inson Shoe Company here, but they 
have not assumed second place yet. 
Straps are second to pumps. They are 
experiencing a large demand for skip- 
per blue. Sea sand jn kid and morocco 
is very good, Mr. Robinson said. The 
preference is for dull kid, however, 
morocco being a little too rough for 
the average woman’s taste. 

Natural linen is cited for future pop- 
ularity and will take the place of blonde 
kids in late spring footwear, according 
to Mr. Woolf, buyer for Baker’s here. 
For future activity, Chandler’s cite the 
formal oxford, pump, and spectator 
strap of suva cloth, in white or beige 
with blending kid trim. They are get- 
ting splendid reception through the 
South, Mr. Arnett said, and are ex- 
pected to be a big item for sports and 
spectator sports here, later on. 


Ned Robinson Opens Store 


BRIDGEPORT, CONN. (UTPS)—Ned H. 
Robinson, for the past eight years 
manager of the shoe department of 
Rockwell & Company, women’s store, 
has opened his own store at 1224 Main 
Street, under the firm name of the 
Robinson Shoe Shop. Women’s and 
children’s shoes are handled. The shoe 
saleswomen who formerly served Rock- 
well’s are now employed by Mr. Robin- 





son. 
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= Smith Smart Shoes for Women>= 


The comfortable, moccasin pattern sports oxford—as developed by J. P. 
Smith—combines delightfully feminine daintiness with supple strength. 


Style 37, $6.00 
White Buck 
Black Calf Trim 


Style 38, $6.00 
White Buck 
Tan Russia Trim 
Style 36, $5.75 
Cream Elk 
Tan Russia Trim 


. . . 


Vacation Last 








THE J. P. SMITH SHOE COMPANY 


Sangamon and Huron Streets, Chicago 


1051 Marbridge Building, New York 


Styles 36, 37 and 
38 have a special 
rubber sports sole 
and a 10/8 Heel 
with Rubber 
Toplift 


SIZES 


AAA 5% to 8% 
AA . 4% to 8% 
A ...4to8% 
BandC 34 to 8% 


Smith Smart Shoes for Men and Women + Dr. A. Reed Cushion Shoes for Men 
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C. P. FORD & CO., 
ROCHESTER, N. Y. 





Archetype—a combination of style and arch shoe designed to 
meet the demands of ‘the woman who demands style but must 
have comfort. 

Feature Archetype shoes for women and you will make the fastid- 
ious customer—the price ignoring customer—the most profitable 
customer of them all—your customer. 

For consistent profits and a permanent and growing clientele, 
we suggest—Archetype. 


Cc. P. FORD & CO., INC. 
Rochester, N. Y. 


DETROIT: Hotel Tuller, Mr. Ray Wegman 
CHICAGO: 1815 Republic Bldg., Mr. Ray McCarthy 
NEW YORK: Marbridge Bldg., Mr. Jack Galway 
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WHERE TO BUY 


Men’s & Women’s 
Slippers 


oT 8 Oe OS 


aaa: aad *) 
Turns only — 
Priced, $2.10 to > 
moe IN STOCK 


No. 1434—Tan 








*) L. B. EVANS SON CO., Wakefield, Mass. © 
GOCHEESCOOOCOOSOESECESDE 





W. 8S. CHASE & SONS 
HAVERHILL, MASS. 


FINE SLIPPERS 
Men and BOYS 
a 


ANDTURNED 
$2.00 to $2.85 
Beston Office: 501 Statler Bldg. 








Chicago, Ill 











High Grade Mules 
and D’Orsays 


Catalogue sent on 
request 


Paristyle Footwear Mfg. Co., Inc. 


Factory and Salesroom 
153-159 West 27th St. New York City 








SUNRAY 
SANDALS 


Retail at 
$2.95 per pair 


Made in a variety of colors never shown before. 
Very good for all kinds of outdoor sport and sum- 
mer wear. 

Display them in your store and make extra 
profits. 


pair of assorted styles, 

be shipped on ten day’s approval 

(enough to start selling from) to convince you of 
the selling possibilities of these shoes. 
GOLD SEAL SHOE 


sizes and 











722 BROADWAY NEW YORK CITY 








Big White Season Seen 
in Polish Sales 


Lynn, Mass.—From a shoe polish firm 
is had the report that its sales of clean- 
ers and dressings for white shoes to date 
are ahead of a year ago this time. Its 
sales of polishes have recently been at 
the rate of ten gross of polishes for 
black shoes to one gross of polishes for 
colored shoes. A while ago, its blacks 
and colors ran at the even rate of 50-50. 











Easter Trade Showed Increase 
in Buffalo 


BuFFALO, N. Y.—Despite adverse 
weather conditions the local retail shoe 
trade enjoyed a big pre-Easter busi- 
ness. Leading retailers in the down- 
town area report unit sales exceeded 
those for the corresponding period of 
1930 by at least 10 per cent and in 
many instances there also was.an in- 
crease in sales volume. 

Elmer A. Taylor, footwear buyer 
for J. N. Adam & Co., the largest de- 
partment store in the city, reports 
sales volume showed an increase with 
customers showing a marked prefer- 
ence for kid black, blue, brown and 
beige at $6.50. Opera pumps with 
high heels and one-strap models were 
very active. 

John Steuernagel, vice-president and 
general manager of the Kleinhans 
Co., the largest retailers of men’s and 
boys’ footwear in the city, says that 
the pre-Easter sales volume taxed the 
capacity of the street floor footwear 
department and unit sales ran consid- 
erably ahead of March, 1930, with the 
men’s demand centering in $8 and $9 
shoes and boys footwear selling from 
$4.50 to $6. 

The I. Miller shoe department op- 
erated on the second floor of L. L. 
Berger, Inc., placed considerable em- 
phasis upon sandal slippers and sandal 
opera styles. Sales showed an increase 
over the pre-Easter season of any pre- 
vious year, it was stated by Louis L. 
Berger, president of the company. 

In the footwear shop of Adam, Mel- 
drum & Anderson Co., women’s foot- 
wear with reptile trimming at $8.50 
proved the most popular, while Oppen- 
heim, Collins & Co. says that blue kid 
with high French heels was a high- 
light of pre-Easter sales. The Wat- 
ters, Hanan and Sterling footwear 
shops likewise reported a very active 
demand for blue and black kid shoes 
in both opera and one-strap styles. 


Endicott-Johnson Sales 


Increase 


ENDIcoTT, N. Y.—Sales of the Endi- 
cott-Johnson Corp. have been showing a 
steady gain, running about 10 per cent 
ahead of a year ago. In one week re- 
cently sales were 6000 cases in excess 
of the same week of 1930. 

Some factories of the company are 
now running on full schedule, and the 
steady gain in orders seems to fore- 
cast a higher basis of operations gen- 
erally. In view of the fact that stocks 
of shoes are low, a better sustained 
production is looked for this year, par- 
ticularly for fall business, prospects for 
which are considered promising. 
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Pittsburgh Newspaper Fea- 
tures Shoe Publicity 


PriTTsBURGH, Pa. (UTPS)—Some of 
Pittsburgh’s better known shoe dealers, 
in cooperation with the Pittsburgh 
Post-Gazette, are presenting their 
Spring message this year to readers of 
that paper, not only with usual adver- 
tising, but with pictures, and informa- 
tive and instructive articles. : 

Among those cooperating are: Ritter 
& Morrison, 501 Liberty Avenue; Hanan 
& Son, 583 Wood Street; C. A. Verner 
Company, 249 Fifth Avenue; Petty Shoe 
Company, Jenkins Arcade; Nisley Com- 
pany, 533 Liberty Avenue, and the 
Walk-Over Shoe Store, 243 Fifth 
Avenue. 

Some of the interesting articles pre- 
pared in many instances by the shoe 
merchants themselves, deal with foot- 
wear designs, from primitive sandals 
to present day styles; the use of ma- 
chinery in manufacture, necessity for 
accurate fitting and the significance of 
shoes in general. Other items tell the 
reason for the popularity now for ring 
lizards, reasons for the two-inch heels, 
proper care of the feet, bedroom and 
house footwear, pin seal oxfords, black 
faille, the prevailing styles in buckles, 
with authoritative information on when 
they should be worn. 

Color and its relation to proper foot- 
wear for use on all occasions, forms 
the text of one informative article. 
Advantages of shoe fabrics for sum- 
mer styles; information on shoe linings 
in shades to match and points on or- 
namental and comfortable qualities in 
shoes are listed. Pastel doeskins, white 
pipings and harmony in the correct use 
of stockings with styles and colors in 
shoes, are other items on which infor- 
mation and guidance is given. 


Quincy Firm to Operate 
Emerson Factory 


ROCKLAND, MAss.—One of the en- 
couraging notes in the shoe industry 
is the statement that a firm known as 
one of the largest building supply com- 
panies in New England, has purchased 
and will have in operation within six 
weeks a shoe manufacturing plant. 
The firm that purchased the Emerson 
shoe manufacturing plant of Rockland, 
Mass., is the L. Grossman Sons, Inc., 
of Quincy. 

The Grossman firm has already 
within the past year added by pur- 
chase a number of subsidiary plants 
in their own field of lumber and build- 
ing supplies, operating them as de- 
centralized branches in several cities 
and towns. This departure by a well 
established firm, buying and arranging 
to run a shoe factory, however, seems 
an indication that business men of ex- 
perience see a future for such a shoe 
plant. 

Plans announced by Reuben Gross- 
man, president of the firm, show that 
they intend. to open the factory with 
about 100 in the force, and soon raise 
the number to 500. The plant is con- 
sidered very modern in equipment and 
facilities, and has possibilities of ca-. 
pacity operation with 800 men. The 
floor space is about 175,000 sq. ft., and 
the plant has been referred to as the 
$300,000 Emerson factory. For about 
a month the plant has been idle. 
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We Stress the 


F you were to visit our 

factory you wouldn't be 
impressed so much with our size—ours is 
not a large plant—as with the fact that 
we're just a sort of a big family. Our 
production is not large; but we do keep 
plodding along, with our entire force busy 
5% days every week—making True Step 
Shoes. 


Because we are small, we have never 
had occasion to standardize our business 
relations, either inside or outside our fac- 
tory. Every employee knows all the others 
by their first names. And even our dealers 


TRUE 


and $6. 
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Human Element 


in Our Business 


seem to share with us this familiar spirit; 
at least they often tell us how much they 
appreciate the friendly personal relations 
which have always existed between them 


and us. 


Whenever a new dealer is added to 
our family, we all know about it and we 
all do our best to supply him with good 
shoes, freshly styled, which will enable him 
to build up a good repeat business. This 
is one of the reasons why it is very seldom 
that we ever lose an account 


WS. Robinson — reesipent 


ROBINSON-BYNON SHOE COMPANY 
Auburn, New York 


STEP 


TO RETAIL AT 


Graceful 
This is one of the new styles we are in- 


troducing this month. It is made of 5 and 6 


light-weight calf and has a 14/8 Cuban 
heel. A very smart shoe fo retail at $5 


COMBINATION LAST 


ARCH SHOE 














WHERE TO BUY 


Women’s Shoes 


oe ror et 





Ultra Smart Sandals 


Quality 
Predominates 


Write 


Best Color 
Combinations. 


Unusual 
Profits. Direet. 


BIARRITZ SANDALS, INC. 
120 West 30th St., New York City 








FOR WOMEN 
THE JOHN EBBERTS SHOE Oo., ING. 
IN Buffalo, N. Y. érocx 








Clara BO 


Internationally recognized as the acme eof 
utili bh 


ity shoes. 
A product of 


SHOE CO., Faribault, Minn. 


SHAFT-PIERCE 











ad 


WHERE TO BUY 


Shoe Forms 


so 


Jatry JOVms 


for Shoes and Hosiery 
as made of white, 
wf transparent or co 
FAIRYLITE 


Shee Form Co., Inc., Auburn, N. Y. 
RANE ART PS SE RIEL LLM MN 





Shoes in World’s Fair 


LLOWING is the text of the reso- 
lution adopted by the Shoe Trav- 
elers Association of Chicago, Inc., cov- 
ering participation of the shoe industry 
in the Chicago World’s Fair of 1933: 

“That the Shoe Travelers Associ- 
ation of Chicago hereby authorizes its 
president to appoint a committee of 
five for the purpose of initiating a 
movement leading to the proper repre- 
sentation of the shoe industry at the 
World’s Fair to be held in Chicago in 
1933.” 

The following committee was ap- 
pointed by President Dave A. Marks; 
Frank B. King, chairman; Joe Kalisky, 
Simon Ruwitch, B. C. Bowen, C. W. 
Evans. 





Keep Your Dollars on the Jump 


[CONTINUED FROM PAGE 47] 


of its own accord, he was always out of 
what the people wanted while the things 
people didn’t want stuck and stuck. 

Consequently sales dropped off, and 

thus his low stock resulted in slower 
turnover rather than faster. The ac- 
tual results. didn’t jibe with the fore- 
casts. . 
Then along came Mr. X, who argued 
that low stock has nothing to do with 
turnover. Low stock means slow stock 
in too many cases, said he. 

Activity makes turnover. It’s not 
the size of the stock that counts; it’s 
the speed! 

So Mr. D changed his tactics. He 
paid less attention to his total stock. 
But, oh my, how he did watch each line 
on his shelves! 

Whenever a line showed signs of 
speed, he found faster turnover re- 
sulted from carrying a larger stock, 
not smaller. But slow lines got the 
skids under them even more vigorously 
than before. 

Said Mr. D: “What a dunce I’ve 
been! It used to be that when my 
stock was too high—on paper—I would 
refuse to keep sizes up even on my best 
numbers. I insisted it was all wrong 
to buy more shoes if I had too many 
already. But I found that’s only partly 
right. 

“Now I know that lost sales slow up 
turnover more than anything else. 
Turnover results from selling. Selling 
results from having on hand the sizes 
and styles customers want.” 

In 1931 store D will keep an eagle 
eye on the stock book. The brisk lines 
will be kept up so their activity can 
continue. The slow styles will be 
forced out so their investment can go 
into active stock. 

Store E carried a well-known line of 
men’s shoes. From time to time they 
had calls for shoes of another equally 
well-known competing line. Mr. E de- 
cided he could corral considerable extra 
business by stocking a couple of styles 
from the second line. 

But customers were disgusted at see- 
ing only two styles. They like a store 
better if it has either nothing or plenty 
of a line. Mr. E discovered that when 
lines tend to conflict, the salesman is 
afraid to talk either of them very 
forcefully for fear he may have to 
come back to the other one. Having 
two similar makes on the shelf, Mr. E 
found, weakens the situation instead of 
strengthening it. 

In 1931 store E will center his Mr. 
Dollar’s efforts on as few lines as pos- 
sible, avoiding all duplications. 

And so gentlemen, it begins to look 
as though Mr. Dollar will be a hustling 
employee in 1931. Everyone has deter- 
mined to a rid of Mr. Lazy Dollar 
and give Mr. Active Dollar more op- 
portunity to work fast. 

Each merchant is twisting this prin- 
ciple around to fit his own peculiar 
problem. Store A is making Mr. Dol- 
lar busy by concentrating his work on 
fast moving types of shoes. Store B is 
focusing his efforts on the sizes that 
sell best, store C on the best vaying 
departments,’ store D on the popular 
styles, and store E on a few proven 
non-conflicting manufacturers. 

Back in the “easy” year 1928, many 
stores could afford (beg pardon, they 





thought they could afford) to keep cer- 
= unproductive loafers on the pay 
roll. 

In some stores Mr. Lazy Dollar was 
invested in a “prestige” line. How 
often we have heard this boast: 
famous So-and-So trade-mark is an im- 
mense asset to my business. Of course 
I don’t sell many at regular prices, but 
how it pulls trade at sale time!” 

In 1931 Mr. Prestige Dollar must 
earn his dollar for expenses just the 
same as any other Mr. Dollar—or get 


ut! 

In 1928 Mr. Fear Dollar loafed on 
many a salary list. Lines were bought 
for “fear” a competitor would get 
them; styles were ordered for “fear” 
Fifth Avenue would show something 
we didn’t have; heavy orders were 
placed for “fear” the factory output 
would be oversold. 

In 1931 fear and sentiment will be 
replaced by reason and results. 

In 1928 service was the reason given 
for many a Mr. Idle Dollar. Service 
demanded we carry a full stock of rid- 
ing boots to sell six pairs a year. The 
service fetish made us willing and 
eager to make up special pairs on the 
slightest provocation, with the vague 
hope they would fit and suit the or- 
derer. Service made us try to carry in 
stock odd sizes for every peculiar foot 
in town. 

In 1931 Mr. Service Dollar will be in- 
vested, if possible, only where he is 
sure to render service to us as well as 
to our customers. 

One of the tragedies of retailing, and 
especially shoe retailing, is the vast 
amount of stock that must lie on the 
shelf awaiting the customer’s call. As 
says the Book: “They also serve who 
only stand and wait.” . 

Yes, indeed; but in a shoe store the 
shelf is a cold, cold place. The shoes 
that stand there need action to keep 
warm, else they soon become frozen 
stock. 

Before signing off let’s tack on a 


moral. 

In 1931 Stores A, B, C, D and E will 
tear from the wall and consign to the 
wastebasket that ancient copy-book 
motto: “Strengthen Your Weak 
Spots.” 

In its place they will hang a brand 
new one: “Strengthen Your Strong 
Spots!” 

They will concentrate Mr. Dollar’s 
efforts on work that will keep him on 
the jump, always remembering “for a 
profitable turnover, it’s not the size of 
the stock that counts; it’s the speed!” 


Parker Treat Superintendent 
for W. B. Coon Co. 


RocHESTER, N. Y. (UTPS)—In the 
employ of the W. B. Coon Company, 
shoe manufacturers, only since last 
September, Parker Treat, stylist, last 
week was named plant superintendent 
in full charge of operations. Treat 
came originally from Brooklyn. 

Mr. Treat succeeds William Kime, 
veteran superintendent for Coon, who 
resigned recently. Kime is the father of 
William Kime, Jr., Rochester leather 
wholesaler. 
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Lucky Boy is the Top-Notecher 


Even the most hard-to-please 
youth is satisfied with the sturdi- 
ness, the sporty appearance of 
the “Lucky Boy” model. And 
men who appreciate the wear of 
the hefty moulded outsole, and 
the comfort of the Kaneva insole, 
choose this canvas shoe for their 
summer outdoor footwear. 
“Lucky Boy” is known by the 
striking orange trim around the 
shoe, with additional color in the 
ankle guard and trimming. This 
popularizes it with the chap who 
likes his footwear “ collegiate’. 
Made with heavy doubled duck 


uppers, “Lucky Boys’ havea 
plain toe cap, Converse ankle 
guard, high pebbled toe strip, 
wide eyelet stay, back stay, and 
swastika design moulded outsole. 
These features combine to give 
the Lucky Boy Sport Shoe more 
than ordinary wear. Its appear- 
ance, comfort, and strength make 
it a most attractive value. 


There is a complete line of 
SKOOTS to suit the tastes and 
the budgets of all who wear 
canvas shoes. SKOOTS have 
converted many who never 
would wear ordinary “sneakers’’. 


You’ll Find Profit 
and Volume in.. 


“SKOOTS”’ 


The catalog shows the whole range 
of styles and prices. Fill in and mail 
the coupon for complete details on 
SKOOTS, and let the Boston Terrier 
go to work in your store. 


Bolas 


COURT SPECIAL 
A crepe-soled tennis shor, supplying perfect trac- 
tion for clay or grass courts. Non-chafing heel, 
Korxole Insole, Cushion Heel and Arch Support, 
and Loose Inner Lining contribute to the comfort 
of this SKOOTS shoe. The uppers are ll-ounce 
duck, long wearing and easily cleaned. 








Converse Russer Co. 
Dept. BS-411 Malden, Mass. 
Cc O N \ E R & E ( ) Please send complete SKOOTS Catalog. 
(+) Ask - ne thr henge pn samples of SKOOTS 
—at noo ’ 7 
MALDEN, MASSACHUSETTS 


MINNEAPOLIS 
646 Stinson Boulevard 


cod cies csssatedengnddatenenrtete euaeeNi aac 
Wao asaicy ss escscdacatescokcaveqeveccietavrssieestecezeiccaons 
ADDRESS.................. 


101 Duane St. 


CHICAGO 
3932 So. Lincoln St. 
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WHERE TO BUY 


Children’s Footwear 





Children’s Fine Goodyear Welt Shoes 


Made by 
THE GILBERT SHOE Co. 
THI wis. 











DRENS 


OOTWEAR 
IN STOCK: 


Genuine = 
Moccasins Free Style Booklet on Request 


{ G H BASS & CO, If Main St, WILTON, MAINE } 








MRS. DAY’S IDEAL BABY 
; SHOE CO. 


Soft Soles — Inter- 
mediates. Hard 
Soles — infancy to 
four years! 





Danvers, Mass. 








EP Pe Pe 


WHERE TO BUY 


Barefoot Sandals 


ee 





WOODEN 
BAREFOOT 
SANDALS 


Priced from 
$10.50 to $21.50 
doz. 


Carried in stock in a variety of styles, 
colors and in different heights of heels. 
One dozen pair of assorted styles will be 
shipped to you on ten days’ approval 
(enough to start selling from). 
GOLD SEAL SHOE 
722 Broadway New York City 











6 a PP 


WHERE TO BUY 


Shoe Accessories 


hh 6 ED 


STOP THAT PINCH 
WITH 
EVER-READY SKIVED 
VAMP BITE PADS 

Its assured because of quali 


ty 
cushion felt gummed to stick, and 
conveniently skived. 


Shoe Finding Mfg. Co. 
as Ss. —~ 4 St. ral Inc. 2 Sncaco 





Capt. Campbell 


and the Cobbler 


[CONTINUED FROM PAGE 32] 


ance of the base, is the fundamental 
thing to be studied when we are laying 
down the lines for determining a com- 
parison of this fastest traveling auto 
with shoes and their making. 

Let us look at two _ illustrations. 
Both, let us say, represent what we call 
fairly normal men, according to our 
present negative standards—men who 
are seldom conscious of their feet, 
whose feet “work all right,” so far as 
they know. Let us visualize, first, a 
figure showing a man set up in plumb, 
A straight vertical line drawn through 
the body would show a perfect align- 
ment of all parts of the body with ref- 
erence to the pull of gravity, a perfect 
body and foot balance, so that no part 
has to do its work under an extra or 
unnatural strain. 

Now let us take another imaginary 
figure, one which would show a man 
set up out of plumb. The straight line 
would show that the pull of gravity is 
improperly distributed, an imperfect 
body and foot balance, and it does not 
take much imagination to see the conse- 
quences. No engineer in the world, 
certainly not one planning a world’s 
fastest racing car, would fail to take 
into account the way the superstruc- 
ture is balanced on its base. If he 
happened to be a far-visioned shoe en- 
gineer, he would see to it that the base 
were as well established as possible. 

Indeed, if we can without prejudice 
grasp the notion that it is sound horse 
sense to set up our bodies in the same 
way that we would set up any other 
motor-engine, first and foremost with 
due regard to the operation of gravity, 
then a definitely constructive move will 
have been made toward better shoes, 
and their reflection in more use and 
better health. 

It seems obvious that mankind let 
itself in for all kinds of trouble when 
it left off going on four feet and be- 
came upright and two-footed. Ever 
since that day we have had a pro- 
tracted tussle with gravity. Consider 
the length of the body in relation to 
the very small area of its base (the 
soles of the feet) and you will see what 
a tottering structure it is. No wonder 
it takes us fourteen months or so to get 
the hang of this thing we call walking. 

For a practical demonstration, stand 
straight with feet together, and close 
your eyes. Every movement, practi- 
cally, tends to throw our bodies into a 
state of unstable equilibrium. All the 
greater and more general becomes the 
unnatural strain resulting from im- 
proper distribution of the pull of grav- 
ity. All the more important then be- 
comes foot posture, inclusive of shoes 
which aid and do not deter our control 
of this fundamental. 

A “right” shoe is one responsive to 
steering. just as the Campbell car. A 
“right” shoe is responsive to increased 
speed of the contained mechanism, and 
is as dependent on the accuracy of its 
form and structure as is this fastest 
of motor engines. In fact, Captain 
Campbell probably accepted the precept 
that “pride goeth before a fall,” and so 
elevated the rear axle of his car only 
slightly so that it would steer accu- 
rately and promptly to his control. 

If the soles of our feet were some- 
thing like half a yard square, we would 
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do better, but they are not. Unlike the 
motor car, we are not built to a hun- 
dred-and-ten-inch wheelbase, but rather 
on the lines of an inverted pyramid. 
Hence I think it is the most reasonable 
thing in the world to believe that our 
continual efforts to control the body 
and foot balance have a deal to do with 
our health, and that if the feet are not 
set up and kept in plumb to start with, 
gravity steps in to complicate those ef- 
forts in a ruinous way. 

The solution of many of these prob- 
lems has been found by considering the 
feet, not as a system of so-called arches, 
but of actual springs the resilience of 
which has been lessened, and then 
working toward the correction of the 
conditions by establishing control of 
what is called the “unsprung weight.” 
In fact, in the familiar automobile de- 
sign it was long ago found to be ob- 
jectionable to increase the weight on 
the axles of the car, because all such 
weight is unsprung and adds to the 
‘pound on the wheels and axles, and 
thus to the weight on them. 

Many improvements in the automo- 
bile have been rejected because they 
would have to be mounted directly on 
the axle and would be unsprung weight. 
This, as it relates to the weight of the 
human body, indicates the futility of 
artificially supporting the foot, com- 
pared with the advantage of restoring 
the normal springs of the foot, and re- 
sultingly those of the body. 

What is true of the automobile is 
true for the human mechanism. 
the weight of the body is held lifted 
up by the muscles of the leg and foot 
it becomes unsprung weight, resting as 
it were on the springs which the foot, if 
properly positioned and balanced, pro- 
vide for it. With our feet and our 
body structures, as with automobile en- 
gineering, the aim and end of shoe con- 
struction should be to keep everything 
possible on the springs—buoyant, mo- 
bile, elastic, combatting thus in the best 
way the unceasing down-pull of grav- 
ity on the body mechanism, inclusive of 
its base. 

Indeed, the Bureau of Standards in 
Washington has, within recent years, 
carried out the “plate-glass test” of the 
tread of automobile tires. This test 
shows what .-happens three hundred 
times each minute when you are driv- 
ing your car twenty-five miles an hour. 
This same plate-glass test, of such 
proved advantage in the study and ob- 
servation of automobile tires, has long 
been available and utilized in the study 
of the base tread of the human foot. 
The average man takes approximately 
five million steps each year. Yet how 
many connected with the shoe industry 
have ever seen even once the reflected 
base tread of the foot, let alone de- 
ducing anything of value to shoe form 
and construction from it, 

This is much that I would like to 
have talked over with the shoe man in 
answer to his question. I would like to 
have pointed out to him, as I want to 
indicate now, the third thing about the 
illustration of the Campbell car which 
particularly interested me. 

If industrial shoemaking in this 
country would only catch something 
the significance of this latest success 

[TURN TO PAGE 64, PLEASE] 
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IZARINE 


REG, U. S, PAT. OFF. 


Exclusively manufac- + 


tured in America by The 

Zapon Company, this 

water-proof, chamois- 

soft material is available 

in a variety of colors 
and patterns. 


Cue 
Look for the Zapon label on every 
pair of slippers you buy. It is your 


guarantee against inferior products. 


The public is the best 


sales indicator of 


ZAPON 


For Slipper Uppers 


A wide range of colors and 
patterns, durability and style, 
have firmly established the 
popularity of Zapon Uppers. 


Popularity means sales, sales 
mean business, and business 
means prosperity. Let Zapon 
insure your prosperity for 1931. 


THE ZAPON COMPANY 


A Division of Atlas Powder Company 
STAMFORD - CONNECTICUT 
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U an | P 
SANDALS 
— Painted in Seven Colors 


Foot Fitting -E.Z. Walking 
Wooden “Sundip Sandals” 


No hot material to encase the foot—those ultra violet 
rays will caress and kiss to a healthy suntan. 


REECE WOODEN SOLE SHOE CO., Inc. 














er ae 


Healthful—Comfortable—Sanitary—Cool 
Write us 


Columbus, Nebraska 

















eae — club hotel 


ELT 


at 4Q* and Lexington NEW YORK 


Swimming pool, 
solarium, gymna- 
sium, lounges; — 


everything to make 


you enjoy your visit 
es 











WHERE TO BUY 
Ballet Slippers 


ll i ll nl 


*K ENDALL AND LEFT 


BALLET 





4 sideline of 
BALLET 
SLIPPERS 


STOCK 


Orders filled day recewwed 
SEND FOR CIRCULAR DEPT. C. 











4% KENDALL SHOE COMPANY » 
HAVERHILL, MASS. 








BALLET PUMP 


An inexpensive 
slipper. Ideal for 
Ballet and Studio 
work. Moulds 
gracefully to the 
foot. Made from 
finest quality glove 
leather in Black or 
White with Elk- 
skin Sole. Retails 
profitably at $1.75. 





FOR NEW 
IN STOCK 
OATALOGUE AND 
AGENCY PLAN. 








BALLET SLIPPERS — IN STOCK 


of the unusual kind 
B102 Bik. Kid Hand Turn 


Soft Toe 

Child’s 6 to 11—$1.35 
Misses 11% to2— 1.46 
Women’s 2% to8— 1.45 

Also Hard Toe 

CARTE G BRED ins 

® an mi’ pers 
241 No. lith St., Philadelphia, Pa. 








Im Steck Black Kid 
Ballet Right and Left 
ast 


Ladies’ $1.25 peir 
Misses’ $1.20 pair 
Chiid’s $1.16 pair 
SLOG SHOE CO., ING. 
147 Duane Street, 
New Yerk City 











Sumith 
|eENcH 
SALLE TS 
Rights and Lefts 
Two Grades 
Wom. Miss. Chi. 
$1.50 $1.45 $1.40 
1.35 1.30 1.25 
In Stock 





Delayed Buying 
Helps Factories 
in the Mid-West 


Cuicaco (UTPS) — Local whole- 
salers and manufacturers experienced 
considerable delay ordering from out- 
of-town merchants who apparently 
postponed their Easter buying to ob- 
tain some indication of the degree in 
which the public would purchase its 
usual holiday finery. Several of the 
local wholesale firms also booked nu- 
merous orders from merchants now 
buying part of their fall and winter 
lines. 

“Our business is firm with some 
slight seasonal increase,” remarks 
Harold Florsheim, secretary and sales 
supervisor of the Florsheim Shoe Com- 
pany. 

Their salesmen have just gone on 
the road, according to Mr. Florsheim, 
so they are not in a position to ac- 
curately judge the market but he feels 
that, “Tan and white combinations will 
be much better in proportion this year 
though not equalling or eclipsing the 
old standby of black and white. Greys 
will be good and sport shoes will offer 
a wonderful opportunity this coming 
season. 

“In our women’s shoe line we are 
branching out. Conditions are good 
and there is a great demand by women 
for lower heels,” says Mr. Florsheim. 

The same opinion is voiced by G. M. 
Groves, president of the Groves Shoe 
company, who says: “Women all over 
the country are demanding lower heels. 
It is probably the beginning of a swing 
to the other extreme.” 

Business is steady, according to Mr. 
Groves, and they are getting a fair 
number of salesmen’s orders. 

“One point of note,” he explained, 
“is that we are now selling many large 
houses that we haven’t sold for years. 
They have dropped to $6 and $7 shoes 
where formerly they sold nothing less 
than $10 footwear. I am also struck 
by their eagerness to take advantage 
of every saving. Our deliveries are 





Issue Federal Grades 
for Calfskins 


Washington, D. C.—Tentative stand- 
ards for market classes and grades of 
kips and calfskins have been issued by 
the Bureau of Agricultural Economics, 
U. S. Department of Agriculture. The 
standards are the result of research and 
also of conferences with various branches 
of the livestock, meat, hide, and leather 
industries. 

The standards are tentative and their 
use permissive, and the bureau is asking 
the various industries for suggestions and 
criticism so that when the standards are 
issued in final form they may represent 
the experience and best judgment of the 
industries, 

The standards contain definitions, give 
instructions on cure, condition and tare, 
and set up specifications for four classes 
and four grades of green salted kips and 
calfskins. A grading chart is included. 

Copies of the proposed standards may 
be obtained from the Bureau of Agricul- 
tural Economics, Washington, D. C. 











825 West Monroe 








hardly made before we get a check, 
so anxious are they to take advantage 
of cash discounts.” 

Seasand, beige and linens stand out 
for the summer season in his opinion. 
Perforations are also going to be quite 
popular again. 

“Well,” concluded Mr. Groves, “the 
depression helped us get some business, 
so there must be some truth in that 
old adage, ‘It’s an ill wind that doesn’t 
blow somebody some good.’ We’re 
satisfied.” 

“Our factory is running at full pro- 
duction,” reports B. Light, president 
of the Fashion-Bilt Shoe company. 
“We are getting some salesmen orders 
and a goodly number of phone orders. 
According to them, linens are growing 
popular, and beige and tans, in both 
two tones and combinations, are going 
to be d sellers.” 

Mr. Light’s concern has not yet no- 
ticed a trend toward lower heels. 


Leighton Co. to Open Heel 
Plant in Columbus 


CoLumsus, OHIO (UTPS) — The 
Leighton Co., makers of patent 
leather heels for men’s and women’s 
shoes, with headquarters in Lewiston, 
Maine, will open a branch factory at 
218 North Fourth Street, as soon as 
the necessary machinery can be in- 
stalled. The company has taken a 
lease on the second floor of a large 
factory building, with options for the 
third and fourth floors. 

It is planned to produce a maximum 
of 25,000 pairs of heels daily and to 
employ 60 persons. Leon Leighton, 
president of the company, was in 
Columbus to close the lease and make 
arrangements for the opening of the 
plant. Harry Bodwell of Lewiston will 
be factory manager of the Columbus 
branch. Mr. Leighton reports that other 
branches will be established by his com- 


pany. 


Capt. Campbell and the 
Cobbler 


[CONTINUED FROM PAGE 62] 


having to do with the automotive in- 
dustry, now the first of our own basic 
industries, with its five-billion-dollar-a- 
year background. When will shoes 
move up the line from fourteenth posi- 
tion and less than a billion dollars 
yearly in monetary value to where they 
should, and could, be? Automobiles 
balance—which is more than can be 
said of most shoes. 

Captain Campbell has been knighted 
by England for making and operating 
the world’s fastest motor car, which 
means precisely the world’s best bal- 
anced motor car. I have not thus far 
heard of any congressional medal of 
honor going to any shoe manufacturer 
for making the world’s best-balanced 


shoe. 

A “stabilizing fin’ helped definitely 
to keep Campbell right side up during 
his meteoric flash along the Florida 
beach recently. When such a balancing 
factor is added to shoes, it will help to 
make the world safer for walking. 
How much more must be developed and 
demonstrated in automotive balance be- 
fore industrial shoemaking in this 
country makes its first definite move 
toward establishing balance in shoes? 
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+ Constant Comfort Shoes “ 


for a feminine publie eager 
to secure foot comfort 


Style No. 112—$1.95 
Style No. 486—$2.00 Black Ruby Kid; Oakland Last; 12/8 
Black Ruby Kid; Belmont Last; 12/8 heel. In stock B, C, D, E, Auburn, and 
heel. In stock C, D, E, Auburn. A, B, A, B, C, D, E, EE, St. Louis. 
C, D, E, St. Louis. 


No matter what the occasion real effi- 
ciency can be obtained only with real 
foot comfort. Constant Comfort shoes, 
nationally advertised, offer the best prop- 
osition to your comfort trade. 


: Style No. 651—$3.20 , 
Black Ruby Kid; Oakland Last; 10/8 AW Style No. 11182—$2.65 
heel. In stock B C, D, E, EE, Auburn, Black Ruby Kid; Newport Last; 13/8 


and AA, A, B, C, D, E, EE, St. Louis. _. “y heel. In stock A, B, C, D, E, Auburn 
PPORT only. 


Style No. 11120—$3.60 
" s Style No. 11162—$3.20 
Black Ruby Kid; Salem Last; 16/8 Wood Black Ruby Kid; Spencer Last; 13/8 


hee]. In stock AA, A, B, C, Auburn, and heel. ta cteck A. B,C, D, Auber, AA, Style No. 11184—$2.65 
AAA, AA, A, B, C, St. Louis. ‘ 
Style No. 13120—$3.75 A, B, C, D, Pg Black Ruby Kid; Belmont Last; 13/8 
Same as above in Spanish Brown Kid. Sigh He. ecenrsii-~anand heel. In stock B, C, D, E, Auburn, and 
Same as above in Spanish Brown Kid. A, B, C, D, E, St. Louis. 


AULT-WILLIAMSON 


SHOE COMPANY 


TURN SHOE SPECIALISTS 


Manufacturers of Constant Comfort and the Modern Prophylactic Shoes 
AUBURN, ME. ST. LOUIS, MO. 
(Factory and In-Stock Dept.) (In-Stock Dept.) 


eer eC‘ Ry 
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WHERE TO BUY 


Dancing Shoes and Taps 


—- 





TAP SHOES Attsses’” 


IN-STOCK 
No. 9780—Black Kid 
$1.75 


No. 9785—Patent 
Leather 


$2.25 
BROOKS SHOE MFG. OO. 
Swanson & Rit Sts. 








‘ner 
Philadelphia 





7. 


WHERE TO BUY 


ts Sport Footwear 





“SPORTSTER” 


Official Girl Scout Shoes 
204 Sizes and Widths In-Stock 
A. SANDLER 
154 Lincoln St. 

Boston, Mass. Est. 1889 








0 OA OF Ee 6 OT Or Oe 


WHERE TO BUY 
Slipper Ornaments 





Boudoir Slippers 


The right merchandise at the right time 
Selid colors in stock—samples on request 


HY-GRADE SLIPPER SUPPLY CO. 
693 Broadway New York City 

















Lambert Dunn Dies 


RocHester, N. Y. (UTPS)—Death 
last week claimed Lambert L. Dunn, 
son of William H. Dunn, former presi- 
dent of Utz and Dunn Co., shoe manu- 
facturers, who died in a hospital from 
injuries received when he tripped and 
fell downstairs. He leaves his parents 
and two sisters. Mr. Dunn was 41 
years old and was popular and well 
liked in the trade here. 


White Bows on Black Pumps 


BostoN—A pretty novelty in Boston 
stores is that of the white calf bow on 
black patent leather pumps, the bow 
being of tle bat wing style. Some 
elaborate the idea by carrying a woven 
line of white along the top of the shoe 
as if to make a collar. 


Scoring Sales with Uncle Sam 


[CONTINUED FROM PAGE 40] 


duced right in the store on government 
one-cent post cards have been found to 
be an excellent means of maintaining 
customer interest. The one shown was 
sent to a list of school teachers. In 
this store the mailing list is segregated, 
so that special messages go out to the 
different groups. This method is much 
more effective than endeavoring to 
cover all names with a general letter. 

The mailing of a new pair of laces 
to customers has been practised by 
Faunce of Boston for the past 35 years 
and it is today apnarently just as effec- 
tive as when first started. Many stores 
use this method of gaining good will, 
so the following letter sent out by 
Samuel Rosenblatt of Portland, Ore., 
will furnish an idea. “On April 4, you 
purchased a pair of black Bostonian 
oxfords at our store. With constant 
friction, shoe laces often become frayed, 
depreciating the appearance of the 
well-groomed shoe. We are enclosing a 
new pair of laces—thinking perhaps 
they might be of service to you at this 
time. We trust that the shoes too are 
giving the service that you expected.” 

From the Boyd shoe department in 
St. Louis a loose leaf folder showing 
four sport and four street shoes goes 
out to the trade interested in the better 
shoes. It is the opinicn of this store 
that good sharp cuts, printed on good 
stock require but very brief descriptive 
copy. The briefness appeals to the 
type of men who receive them. Shoe 
trees are always shown, a detail item 
which goes a long way in the ultimate 
selling of the trees. 

“Please telephone 165 as soon as you 
read the message below and tell Mr. 
Liebreich where to send YOUR pair of 
Bion F. Reynolds oxfords. He has a 
record of your size,” is the snappy 
wording of a green faced government 
postal card sent to the customers of 
Sig Haas & Sons, Monroe, La. The 
message referred to shows the savings 
made possible by taking advantage of a 
short sale. 

Following is a letter that goes a long 
way toward making permanent custom- 
ers out of ordinary purchasers, so M. E. 
Ingledew, a Vancouver, B. C., shoe mer- 
chant, finds. It is the custom to send 
out these letters about four weeks after 
the purchase. The psychology of wait- 
ing that length of time is to make sure 
that the shoe is well broken in, so any 
new-shoe discomfort is forgotten. These 
letters are all hand signed and almost 
invariably bring in a kindly response. 

“The shoes you allowed us to fit for 
you seemed to fit so well at the time 
we assume they have proved to be satis- 
factory in their service to you. 

“While the usual practice is to con- 
sider a transaction as finished when 
shoes are delivered into the hands of 
the purchaser, Jvcledews feel that only 
in practical use can shoe value be dem- 
onstrated. 

“The sale then, to us, is not finished 
until you are entirely satisfied. We 
write you this so you will know that 
Ingledews are as much concerned now 
as the day you took the shoes away.” 

There are three clever touches to the 
letter originated by L. P. Hallack, who 
is known to his friends as “Pat,” in the 





Geo. Innes Co. store, Wichita, Kan., as 
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the shoe merchandiser, but in the letter 
as “Innes Shoe Stylist.” This is mailed 
within a few days of the purchase. 
There are two enclosures, both “Thank 
You” cards. One is a record of the 
purchase, while the other is signed by 
the salesperson who served. 

“This is our word of appreciation 
and thanks for your purchase of shoes 
at our store on Saturday. You have 
absolute assurance of authentic style 
and unquestioned quality, and we know 
you will be happy with your purchase. 

“Innes Shoes are always of the very 
latest design and the most fashionable 
materials. We want you to know that 
your new shoes are just as smart as if 
they were purchased on Fifth Avenue 
in New York. Innes Shoes are recog- 
nized throughout the Middle West as 
the very latest in footwear and are al- 
ways ‘In Step With Fashion.’ 

“After a customer leaves our store 
she is not forgotten. We want you and 
your friends to take real pleasure in 
shopping here and receiving the shoe 
service and conveniences that this 
‘Truly Great Store’ cordially extends. 

“Yours very truly, 
“THE GEO. INNES CO., 
“By L. P. HALLACK, 

“Innes Shoe Stylist.” 


This boosting of the chiropodists 
comes under the head of canny busi- 
ness. And it is a good, logical, sensible 
letter too. Many letters go out from 
the Cox store in regular rotation, so 
that the great variety of subjects that 
a shoe store proprietor has to talk over 
with his trade are fully covered in the 
course of a period. Colored post cards 
showing the interior of the store are 
used for short messages. 

Just one sample of a typical “Wel- 
come to Our City” letter that just 
makes a stranger feel they must at 
least investigate the store responsible 
for the sending of such a letter. 

“We want to welcome you to Bloom- 
ington. We are sure you will like it 
here—because Bloomington is a clean, 
high grade town—wonderful schools, 
wonderful churches—wonderful people 
—country clubs—beautiful parks; in 
fact, everything that goes to make liv- 
ing worth while. 

“Nature has been kind to this com- 
munity. We are proud of our lovely 
homes with the landscaped surround- 
ings— Bloomington has been well 
named the “Evergreen City.” 

“In time you will investigate our 
shopping district—for Bloomington is 
one of the greatest shopping centers in 
the State—and when it comes to shoes, 
the M. J. Cox Shoe Company, opposite 
the Court House an the East Side of 
the Square, is the finest store in the 
Center West—outside of Chicago. 

“We carry shoes in stock—from 3 to 
10 in length and from AAAAA to D in 
width. Our stock is immense and com- 
plete for men, women and children. 

“We maintain a high-grade chiropo- 
dist’s service and shoe shine. 

“We invite you to call, meet your 
friends here, use our rest rooms and 
telephones—they are for your conven- 
ience.” 
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MEN’S and WOMEN’S RIDING 


MOCCASINS Ge BOOTS 


TRUE MOCCASINS t IN STOCK! 
HAND STITCHED 3 SS 
HEAVY BEST GRADE For Men 
ELK LEATHER mm $050 
with Rajah Rubber Golf Sole = and up 
} $450 : For Women 
00 i 
$@Q00 


0 ° | and up 


R-9706 Men’s All Brown Elk 

R-9707 Men’s White Elk with Black Elk Vamp and Stay 
R-9700 Women’s ‘Smoked Elk with Brown Elk Vamp and Stay \ $ 
R-9701 Women’s White Elk with Black Elk Vamp and Stay 


MOC-MOCCASINS, Goodyear Welt, Machine Toe Seam, i 
Rubber Golf Sole plete catalog 


R-9723 Men’s White Elk with Black Vamp and Stay 

- R-9725 Men’s Smoked Elk with Brown Vamp and Stay $300 Colt-Cromwell 
R-9726 Men’s All Brown Elk 7 Company, Inc. 
R-9729 Women’s White Elk with Black Vamp and Stay 1239 B’way 
R-9730 Women’s Smoked Elk with Brown Vamp and Stay $ N. Y. City 
R-9731 Women’s All White Elk 950 , 
R-9732 Women’s All Brown Elk Pole ” = “ag a ytd 

Write for Samples Today! ‘. Cabst. 


COLT-CROMWELL COMPANY, Inc. 


1239 Broadway EST. 1899 New York City 






































Settee 9513 — New, 
beautiful, distinctive 





a In the Very Center of New York 


One block from Penn Station, subway station 
and railroad terminals by direct private en- 
trance; in the heart of New York’s retail 

and wholesale centers—an ideally located { 

4 hotel no matter what mission brings you 

to New York. 1931’s newrates make the 
Martinique New York’s best hotel value. £ 


St 


Room with 50 , 
use of Bath 


Room with 95 to 2° >> Attract particular 
patrons this way 


JOSEPH E. MARKEL, Mgr. 

' . Dress up your shop. Make it exclusive, individual, charming. 
Particular patrons flock to shops that offer unusual environment. 
In seating too, they appreciate the beautiful, the out-of-the- 
ordinary. Provide them with American Seating Company fitting 
chairs. They are comfortable—beautifully distinctive and dec- 
orative. See how much this seating improves the appearance of 
your shop. Send for free Booklet, “‘New Styles in Shop Seating.” 


American Seating Company 


Kaatines Makers of Fine Seating for Schools, Churches 
x and Public Auditoriums 


4! 3} General Offices: 14 East Jackson Blvd., Chicago, Ill. 
“vac BRANCHES IN ALL PRINCIPAL CITIES 
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What They Sold for Easter 


[CONTINUED FROM PAGE 37] 


the call for fabric shoes has developed even during 
the cold, wet weather of early spring. Have even 
been selling the multi-colored fabric sun sandals. 
Dress sandals, cut low in the shank, have been the best 
selling patterns. The next four weeks will see an in- 
creasing volume of women’s sport footwear, but 
farther than that I cannot go. 


William Filene’s Sons, 
Boston, Mass. 

Sales in both men’s and women’s shoe departments 
substantially ahead of last year at this time. 


Thayer, McNeil Co., 
Boston, Mass. 

Very fair business in men’s footwear with blacks 
outselling browns. In sport footwear, black and white 
outselling brown and white. Next three months will 
see an excellent business in men’s sport footwear. In 
women’s shoes, business fairly good but not quite up 
to last year’s figures. An early Easter does not work 
to the advantage of the high grade store as people 
will not buy high priced shoes until weather is warm- 


er. Have been selling more blues than expected—in 


straps, pumps and even oxford types. Blacks and 
browns still good. Lighter colors later. Business 
should show a decided increase when the weather 
breaks. 


B. W. Childs, 
Thomas S. Childs, Inc., 
Holyoke, Mass. 

Our Easter week sales volume is down 514 per cent 
as compared with that of 1930. 

The types of shoes we have sold most of are opera 
pumps, colonials and ties. 

In arch shoes, however, we are selling more strap 
types. 

Our leading colors in style shoes are blue, black and 
gray. 

As warmer weather comes we expect to sell more 
lighter colors. With good weather we expect April 
and May business to compare favorably with last year, 
although it may be slightly less. 

Local conditions, we think, are improving gradually. 

In Hartford we did not show a gain in sales vol- 
ume. There our volume was down 2 per cent. In 
Holyoke we showed a gain in March of 3 per cent. 


Park Brannock Co., 
Syracuse, N. Y. 


Easter business exceptionally good. Black and blue 
predominating in kid leathers in pumps, straps and 


ties. Sales possibilities on reptiles and brown beige 
uncertain. 


Ned G. Hess, 
Baltimore, Md. 


Unfortunately, due undoubtedly to climatic condi- 
tions, Easter business did not measure up to previous 
years. Feel confident April, May and June will be 
almost on a par with 1930 as far as units are con- 
cerned. Watersnake, Java lizard, blue kid and dull 
black represented order of sales in ladies’ shoes. Me- 
dium shade of brown shoes for men selling on equal 
par with black. Indications strong for biggest men’s 
sport shoes season. 


Milton M. Bendheim, 
Wilmington, Del. 

Easter business best since 1928. Outlook for April, 
May and June business better than a year ago and 
much brighter than the corresponding selling months 
of the past fall. 

Outstanding women’s sellers in materials, water- 
snake, black and white Java ring lizard, blue kid. 
Patterns pumps and ties. Style tendencies for women 
next three months spectator sport types with tan and 
black trims, white linen in both pumps and sandal 
types bigger than ever. . 

Patent pumps and sandals will rank second and 
black failles third. 

Outstanding men’s sellers in materials, black calf. 
Future style tendencies same as a year ago with a few 
all-white buck sport types in better grades. 


Carl Burgstahler, 
F. E. Foster & Co., 
Chicago, Ill. 
Our Easter business was most satisfactory this year 
and compares very favorably with previous years. 
The outlook for April, May and June to us looks 
for a constantly increasing and satisfactory business. 


W. E. Newbold, 
Smith Kasson Shoe Dept., 
Cincinnati, Ohio. 

Easter business many more pairs than usual rang- 
ing in price from $7.50 to $16.50. Not so many pairs 
over that price. 

Black kidskin, patent leather and patent leather 
combined with ring lizard; brown kid; blue kid, some 
pastel suedes. I think patent leather and black kid 
will carry through the month of April. | 

There will be a great many fabrics and pastel 
suedes sold during the month of May. 

In my opinion price ranging from $7.50 to $12.50. 


Boot AND SHOE RECORDER 
combining THE SHOB ReraliLer, April 11, 1931 





J. H. Timmons, 
Walk Over Boot Shop, 
Grand Rapids, Mich. 

Easter Week slightly better than last year. 

Black ties, plain and trimmed together with black 
slippers form two thirds of volume. Blues, putty 
reptiles and sundry make up the balance. Expect 
good,gbusiness for April, May and June but local con- 
ditions may make it hard to equal last year. 


Swope Shoe Co., 
St. Louis, Mo. 

Sales during last week did not equal those of week 
before Easter of 1930 but volume of business for 
Friday and Saturday this year was same as in 1930. 

Black, blue and brown are predominating colors 
with black most popular. 

A great tendency toward open sandal effects de- 
veloped. 

Men’s business not stimulated by approach of 
Easter. 

Present spring demands by men being for conserva- 
tive styles. Sales today about equal to those year ago. 


W. C. Roose, 
Nebraska Clothing Co., 
Ohama, Neb. 

This year’s sales about 8 per cent below our normal 
Easter years. April, May, June look much more 
encouraging than past three months. 

Best sellers men’s blacks modified French toe bal 
oxfords ran about 25 per cent. 

Same story on best sellers women’s, pumps, straps, 

_then ties. 

Black kids almost 50 per cent with some beige 
reptiles and blue kid. Revival of interest in patent 
pumps. Beige and seasand starting slowly because of 
early Easter this year. We are playing beige and 
seasand kid pumps and straps for April and May in 
natural and white linen cloth pumps and ties. Also 
some strap patterns for May and June. Don’t forget 
your white kid in pumps and straps. They look good 
to us for May and June selling. 


Schwengel’s Boot Shop, 
Springfield, Ill. 


Easter business compares favorably in volume with 
last year season. 

Black with white trim best sellers. Ties and pumps 
predominated. ° 

The outlook for April and May is encouraging. 


A. Wachenheim, 
New Orleans, La. 


Easter business 10 per cent better than last year. 
Outlook for spring encouraging. Outstanding Easter 
sellers for men two tone sport effects tan Russia calf 
oxfords with wing tips; for women’s parchment blue 
and black kid also big demand for sport effects. 
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Paul O. Kuehn, 
South Bend, Ind. 


Volume since April first increase over last year. 

Straps 51 per cent, pumps 31 per cent, ties 18 per 
cent. Arch types are not included. Blacks leading 
in kid and calf followed by fabrics and patent last. 
Colors in beige family first with few blues, grays 
and browns. Tendency for April and May selling 
to summer :— 

Patterns and materials as linens, sandals woven or 
perforated or sport oxfords slightly lower heels 
healthy fitting with individuality. 


Allen H. Meadors, 
Nashville, Tenn. 

Easter business waS approximately 10 per cent off. 
Better feeling and outlook presages a fair business. 
Blue kid pumps and ties in women’s; black calf ox- 
fords in narrow toe lasts for men; women’s linen 
shoes to be strong. 


R. D. Hofheimer, 
Norfolk, Va. 

Easter selling apparently indicative of more con- 
centrated buying than past several seasons. Pumps, 
sandal, straps and stepins leading types. Black, blue 
and beige are best colors. Early Spring season 
showed late upturn on beiges apparently showing 
some strength for next few weeks. Early demand 
for spectator type whites, volume on them should 
start earlier than usual. 


Phelps Shoe Co., 
Shreveport, La. 


This Easter compared very favorably with 1930, 
but not so well as 1928. April and May outlook 
here is bright due to local conditions. The demand 
this year has been blue, black and beige pumps and 
oxfords. Later tendencies are buck and linen pumps 
and oxfords with pastels for dress. 


Oscar Fisher, 
Knoxville, Tenn. 


Easter volume good. Blacks are leading, then blues 
and seasand. Sport types quite active. Expect April 
and May to produce improved activity. 


V. Vanderburgh, 
Denver, Colo. 

Easter business very good. Exceptionally good in 
children’s with shoe pump and sandals patterns 
leading. 

Black kid, patent, blue and beige were leaders. We 
have bought for and looking forward to a good April 
and May. 


L. H. Pollock, 
Asheville, N. C. 


Parchments and blues are very good. We hope 
[TURN TO PAGE 73, PLEASE] 








THISIMAY BE 
YOUR OPPORTUNITY 











SALESMEN WANTED 


SALESMEN WANTED 


LINE WANTED 








ence, references, etc. 


SALESMEN: 


We have opening for salesmen to call on retail trade in the follow- 
ing states: Michigan, Illinois, Wisconsin, Kansas, Nebraska on 
commission basis selling a line of stitchdown shoes and slippers for 
the largest stitchdown manufacturer in the country. State experi- 


Address C-429, care BOOT & SHOE RECORDER 
239 West 39th Street, New York, N. Y. 








SALESMAN WANTED 


To cover New England States for 
nationally known line of women’s 
high grade footwear. Line estab- 
lished everywhere except New 
England States. This is virgin 
territory with excellent oppor- 
tunity for man of ability and cap- 
able of selling a high grade line. 
Give full particulars with refer- 
ence to lines previously carried and 
if you are in position to finance 
yourself. Nothing but high grade 
man with record of achievement 
need apply. To right party we 
would add greater New York City. 
Address C-440, care Boot & Shoe 
Recorder, 239 West 39th Street, 
New York, N. Y. 





SALESMEN WANTED 
Exceptional opportunity for high ee 
men with established trade to sell dirett 
from the factory a fast novelty instock 
line, retailing at $4.00 and $5.00. Ter- 
ritories open in East—Middle West and 
South—straight commission basis. Givé 
full particulars. 

HANNAHSONS SHOE CO. 
Haverhill, Mass. 











SHOE SALESMEN wanted to carry our spats 
and shoe ornaments as a sideline. Please 
give territory and _ references with reply. 
MANOLIS MANUFACTURING CO., 4248 
No. Crawford Ave., Chicago, Ill. 


WANTED— Side line men to carry excellent 
line of high grade boudoir slippers. Ad- 
dress C-439, care Boot & Shoe Recorder, 239 
W. 39th Street, New York, N. Y. 





WANTED LINE. Virginia, North and South 
Carolina territory. Volume over $150,000 
fourteen years. Best reference. Drawing ac- 
count. Address C-413, care Boot & Shoe 
i? 239 West 39th Street, New York, 





LINES WANTED—FEstablished New England 
sales organization want factory lines. Spe- 
cializing House Slippers. Large retail follow- 
ing. Address C-434, care Boot & Shoe Re- 
corder, 239 West 39th Street, New York. 


LINE WANTED — Experienced salesman 
wants juvenile and baby shoes for Jobbing 
and Department Store trade volume; Esatern 
States; New York City, Philadelphia to Rich- 
mond. Straight commission. Magnus Ash, 
Hotel Empire, 63rd Street and Broadway, New 
York City. 


SIDE LINE WANTED—For case lot buyers; 
Middle West Territory; well acquainted 
salesman; references furnished that are good. 
Address C-435, care Boot & Shoe Recorder, 209 
South State Street, Chicago, IIl. 


LINE WANTED—Anm interested in a proposi- 
tion with a manufacturer of women’s welt 
shoes. Territory Greater New York and New 
Jersey. 15 years’ experience. Address C-437, 
care Boot & Shoe Recorder, 239 West 39th 
Street, New York, N. Y. 


SALESMAN with large following Metropolitan 

New York and New Jersey and Long Island 
district. Short popular price line of children’s 
and Misses’ shoes. Straight commission; in 
stock preferred. Address C-438, care Boot & 
Shoe Recorder, 239 West 39th Street, New 
York, N. Y. 


EXPERIENCED salesman South wants line. 
Medium price. Ladies’ Lines. No advance. 
cag R. Miller, 2008 Perry Street, Jackson- 
ville, Fla. 


























SHOE SALESMEN wanted by old established 

manufacturer to carry:a remarkable new line 

of hard sole Mules and D’Orsays retailing 

from $2.00 up. Territories now being revised. 

referred. Side line age 

hoe Recorder, 239 
reet, New York, N. Y. 





TERRITORIES OPEN for side line salesmen 

to sell the better retail dealer high grade 
complete line of special Puritan Stitched—can 
be repaired—Stitchdowns, at popular prices in 
special short case lots, factory direct. State 
qualification, references, territory and line now 
carrying. Address C-421, care Boot & Shoe 
ea 239 West 39th Street, New York, 





W ANTED—For the States of Missouri, Kan- 

sas, Nebraska, Iowa, Minnesota and Wis- 
consin, Live Wire Shoe Salesmen with estab- 
lished following to carry as side line on com- 
mission basis our well known line of HAPYTOZ 
Turns, Stitch-steps and Stitchdowns. Seventy- 
five numbers at fast selling prices all. Stocked. 
Exceptional opportunity to assist in defraying 
traveling expenses. Write or wire for complete 
details. W.C. Goodger, Inc., Mfg’r, Rochester, 
New York. Established 1908. 





WANTED TO PURCHASE 


WANTED Exclusive children’s shoe store, 
Brooklyn or Bronx. Address C-431, care 
Boot & Shoe Recorder, 239 W. 39th Street, 
New York, N. Y. 





TO LEASE 








An Unusual Opportunity 


One of America’s leading manu- 
facturers of corrective shoes offers 
an opportunity to a man of execu- 
tive ability and unquestionable ref- 
erences to own and operate a shoe 
department in one of the leading 
department stores in the South. 
A capital investment of approxi- 
mately Fifteen Thousand Dollars 


will be required. 

Address 6-433, care Boot & Shoe 
Recorder, 239 West 39th St., 
New Yorks N. Y. 











Minimum charge 75 cents. 





CLASSIFIED ADVERTISING 


The rate for “Position and Lines Wanted” advertisements is 4 cents per word for all undisplayed advertisements. 
For all other classified advertisements the rate is 7 cents per word. 
$1.25. When a box number is desired twelve words should be added for the address. 


word of the address should be counted. 
The rate for all displayed classified advertisements is $5.00 an inch with a maximum of 45 words. 


Classified advertising is payable in advance. j Ree 
PF Advertisements for this page must be in our New York office on Friday of the week preceding publication O68 


RATES 


Minimum charge 
In all other cases each 
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POSITION WANTED 








SHOE manager and buyer for shoe department 
or store. Ten years’ experience, good win- 
dow trimmer, excellent salesman and graduate 
practipedist. Age thirty, single. Present con- 
tract expires June first. Address C-436 care 
Boot & Shoe Recorder, 239 W. 39th Street, 
New York, N. Y. 













SHOE Salesman with extensive experience in 
traveling and retail, also styling of corrective 
shoes for men and women. Have covered States 
and Canada selling the better trade, also putting 
on special demonstrations at hospitals and 
schools. Would consider taking charge of cor- 
rective shoe department or road position. Can 
furnish best of references. Address C-432, 
care Boot & Shoe Recorder, 239 West 39th 
Street, New York, N. Y. 


















MANAGER AND BUYER —Thoroughly ex- 
perienced in stock control and turnover. 
Would also consider high-class salesman _posi- 
tion. A-1 character and business references. 
Married, Gentile. Interview desired. G. Trap- 
=, Lg care Parsons-Faulkner Company, 
Ashland, 












FOR SALE 








Shoe Merchant 
retiring 


Excellent opportunity to pur- 
chase a going Family Shoe 
Store. 50 years of continuous 
merchandising. Located in New 
England’s second largest city. 
(Goodlease.) Modernequipment. 
Normal business over $20,000.00. 
For further information inquire 
of C-430, care Boot & Shoe Re- 
corder, 239 West 39th Street, 
New York, N. Y. 














BUSINESS OPPORTUNITY 








PARTNER WANTED 


WANTED— Manufacturer of Children’s High 

Grade Welt Shoes desires as Partner, High 
Type Experienced Salesman, in position to 
purchase an interest in the business. Address 
C-414, care Boot & Shoe Recorder, 239 West 
39th Street, New York, N. Y. 





















MERCHANTS’ NEEDS 

















DISPLAY JPAPERS 





YOU CAN HAVE A BUSINESS PRO- 
FESSION OF YOUR OWN and earn big 
income in service fees. A new system of 
foot correction; readily learned by any 
one at home in a few weeks, Easy terms 
for training; openings everyhere with 
all the trade you can attend to. No capi- 
tal required or goods to buy; no agency 
or soliciting. Established 1894. Address 
Stephenson Laboratory, 21 Back Bay, 
Boston, Mass. 











Change Often! 
Have you our samples? 


DISPLAY CREATIONS 
1439 Broadway, Detroit, Mich. 












































“A, Oo. POLLINGER co.| 
216 HOLLAND BLDG., ST. LOUIS, MO. 
































DISPLAY F F ORES 


SEGALLE "SONS 


983 ARCH ST. 
PHILADELPHIA, PA. 
ARE BUSINESS GETTERS 
SEND FOR CATALOG 
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WANTED TO PURCHASE 








We will pay the best price for 
your surplus or entire stocks of shoes, 
general merchandise or department 
stores. Leases assumed. Cant 

a 


Phone - te - 
All matters strictly confidential. 


I. SIMON CO. 


101 Reade St., New York City 
Phone Worth 5922 Est. 1880 








HIGHEST CASH PRICES 
PAID 
ee shoe stocks, slow sellers, ete. Short time 
taken over. Transactions confidential. 
Est. 1890 


MAX GLAUBERG 
327 Church St., New York City 
Phone: Canal 6-2632 P 








If you contemplate selling your 
entire or surplus stock com- 
municate with us. Prompt at- 
tention given. 
KIRSCH-BLACHER CO., INC. 
590 Broadway New York 
Phone Canal 6-4298 and 4299 








We are open to 
BUY FOR CASH 
Siansise  Uieeted Gel anaes 
POSTER @ DEUTSCH 


436 Grand St., New York City 
Phone Dry Dock 0352 
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TATEMENT of the ownership, management, cir- 

culation, etc., required by the Act of Congress 
of August 24, 1912, of ‘‘Boot and Shoe Recorder,’’ 
ublished weekly at New York, N. Y., for April 
? 1931. State of New York, County of New 
York, 8s. 


Before me, a Notary Public, in and for the 
State and county aforesaid, personally appeared 
William M. LeBrecht, who having been duly 
sworn according to law, deposes and says that he 
is the Business Manager of the Boot and Shoe 
Recorder Publishing Co., Publishers of the Boot 
and Shoe Recorder, and that the following is, to 
the best of his knowledge and belief, a true state- 
ment of the ownership, management (and if a 
daily paper, the circulation), etc., of the afore- 
said publication for the date shown in the above 
caption, required by the Act of August 24, 1912, 
embodied in section 411, Postal Laws and Regu- 
lations, printed on the reverse of this form, to 
wit: 


That the names and addresses of the pub- 
lisher, editor, managing editor, and business man- 
agers are: Publisher, Boot of Shoe Recorder 
Publishing Co., New York, N. ; Editor, Arthur 
D. Anderson, Great Neck, N. y. "Managing Editor, 
Arthur D. Anderson, Great Neck, N. Y.; Business 
Manager, William M. LeBrecht, ‘New York, Ww. S. 


2. That the owner is: (If owned by a corpora- 
tion, its name and address must be stated end also 
immediately thereunder the names and addresses 
of stockholders owning or holding one per cent or 
more of total amount of stock. If not owned by 
a corporation, the names and addresses of the in- 
dividual owners must be given. If owned by a 
firm, company, or other unincorporated concern, 
its name and address, as well as those of = 
individual member, must be given.) Owners 
United Publishers Corporation, 239 W. 39th St., 
New York, N. Y. 


(Stockholders of United Publishers Corporation 
owning in excess ¢ 1%); United Business i 2 
lishers, Inc., 239 W. 39th St., New York, 


Stockholders of United Business Publishers, Inc. 
owning in excess of 1%; C. S. Baur, 3559 164th 
St., Broadway, Flushing, L. I., UN. Y.; George H. 
Buzby, Philadelphia, Pa. ; Anna Frank, Pleas- 
antville, N. Y.; Frits J os Pleasantville, 
N. Y.; Lee, Higginson & Co. (Partnership), New 
York, NV. Y.; C. A. Musselman, Philadelphia, Pa. ; 
4. CG Pearson, Montclair, N. J.; Lelia C. Pear- 
son, Montclair, N. J.; Frederic 0. Stevens, 325 
West End Ave., New York, N. Y.; (A) Frederic 
¢ ore Co., 23 Prospect Terrace, Montclair, 


NOTE: Stockholders of (A) Frederic C. Stevens 
Co.: Velma S. Stevens, 325 West End Ave., New 
York, N. Y.; F. ©. Stevens, Jr., 325 West End 
Ave., New York, N. Y.; Velma I. Stevens, 325 
West End Ave., New York, N. Y.; Frederic C. 
Stevens, 325 West End Ave., New York, N. Y.; 
Ruth S. Kane, Montclair, N. J. 


3. That the known bondholders, mortgagees, and 
other security holders owning or holding 1 per 
cent or more of total amount of bonds, mortgages, 
or other securities are: (If there are none, so 
state). None. 


4, That the two paragraphs next above, giving 
the names of the owners, stockholders, and secur- 
ity holders, if any, contain not only the list of 
stockholders and security holders as they appear 
upon the books of the company but also, in cases 
where the stockholder or security holder appears 
upon the books of the company as trustee or in 
any other fiduciary relation, the name of the 
person or corporation for whom such trustee is 
acting, is given; also that the said two para- 
graphs contain statements embracing affiant’s full 
knowledge and belief as to the circumstances and 
conditions under which stockholders and security 
holders who do not appear upon the books of the 
company as trustees, hold stock and securities in 
a capacity other than that of a bona fide owner; 
and this affiant has no reason to believe that any 
other person, association, or corporation has any 
interest direct or indirect in the said stock, bonds, 
or other securities than as so stated by him. 


5. That the average number of copies of each 
issue of this publication sold or distributed, 
through the mails or otherwise, to paid subscribers 
during the six months preceding the date shown 
QDOVE TH cccccccess (This information is required 
from daily publications only). 





WILLIAM M. LE BRECHT, 
(Signature of Business Manager) 





Sworn to and subscribed before me this Ist day 
of April, 1931 


CHARLES B. TANNER 
Notary Public, New York County 

N. Y. County Clerk’s No. 12 
N. Y. County Register’s No. 2-T-101 
Commission expires March 30, 1932 


[SEAL] 






















BLACK KID 


- ALL 
Combination Last AA te E 





—_e 


Send for Catalog 


PATENT LEATHER 
MATT 


BLACK SAND APPLIQUE 


“Made in Phila. by Master Craftsmen” 


C. S. GIBBON CO., Inc. 
54 No. 4th St., Phila., Pa. 





NEW 
RAJAH APPLIQUE HOTEL 


KID APPLIQUE 
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N. Y. HOTEL HEADQUARTERS 
FOR SHOE MEN 


4%h ST., EAST OF B’WAY, NEW YORK 
Room and Bath—Shower 
Ice Water and Radio 


Single $2.50 to $3.50. 
Double $3.00 to $4.00 


PLYMOUTH 


$9.50 


FREE GARAGE 
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MERCHANTS’ NEEDS 


-Ideas_— 


TO SELL MORE SHOES 


@For thirteen years I have 
created successful selling 
ideas for shoe merchants 
throughout the United 
States and Canada. 


Merchants and manufactur- 
ers looking for practical 
IDEAS for productive ad- 
vertising and sales promo- 
tion, write 





R. E. ANDRUSS, c/o Boot & Shoe 
Recorder, 239 W. 39th St., New York, 
N. Y. 
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Minneapolis Trade Notes 


MINNEAPOLIS, MINN. (UTPS)—At- 
kinson’s basement has a special feature 
to celebrate the 28th anniversary of the 
firm, E. E. Atkinson & Co., and this is 
a pair of $1 chiffon or service silk hose 
- with every pair of Heel Hugger shoes, 
which brand is a new feature, also. 

What L. S. Donaldson Company calls 
“a new, startling, Donaldson scoop” is 
the opening March 26 of a Natural 
Bridge Shoe Shop in the basement 
store. These shoes are exclusively in 
that shop. The shop opened with 33 
distinct styles. 

Powers Mercantile Co. has been de- 
lighting the women patrons with the 
semi-annual sale of Foot-Preserver 
shoes at $6.95, new spring styles. 

The Emporium store in its 29th an- 
niversary sale priced at $4.95, in the 
main floor shoe department, women’s 
shoes from regular stocks. Every shoe 
in the entire stock was given a reduced 
price in recognition of the anniversary 
sale. 

Panor’s store at 421 Robert Street, 
St. Paul, is having a removal sale re- 
ducing spring styles in Dorris-Dell 
shoes to $8. Hose is offered at 93c. and 
two pairs for $1.80 of $1.50 and $1.65 
quality. 





Foot Relief on the Air 


CuIcaco—Dr. Wm. M. Scholl, presi- 
dent of The Scholl Mfg. Co., Inc., an- 
nounces the First National Radio Pro- 
gram series to promote the Relief of 
Foot Troubles—a subject that should be 
of great interest to shoe retailers every- 
where. 

This radio program will be over the 
National Broadcast Company Chain, 
Coast to Coast hookup and will feature 
Dr. Scholl’s Foot Comfort Ramblers— 
one of the outstanding musical organi- 
zations in radio, ably assisted by a 
male quartet and a leading female star. 
Programs will be popular, tuneful and 
full of surprise novelties. They will 
also contain talks on Foot Care, and 
much educational material pertaining 
tc the very important subject of re- 
lieving painful feet. Dr. Scholl will 
personally broadcast from time to time. 

The initial program will be given 
April 14 at 7:45 Eastern Standard time 
on WJZ and associated NBC stations, 
Blue Network—and also Thursday, 
April 16, at 2:45 p.m., Eastern Stand- 
ard time from WEAF and associated 
NBC stations of the Red Network, and 
will be given regularly every Tuesday 
we and Thursday afternoon there- 
after. 


New Plant for Manufacture 
of Sandals 


AUBURN, N. Y.—The plant of the 
Auburn Converting Company in Clark 
Street has been taken over by William 
J. DeWitt, of Dun Deer Sandals, Inc., 
and the Shoe Form Company, and will 
be operated for the manufacture of 
products now being marketed by the 
sandal concern. The buildings adjoin 
the Shoe Form plant in Aurelius Ave- 
nue near Clark Street. 

Mr. DeWitt stated that approxi- 
mately 100 persons will be employed in 
addition to his present force. This 
number, it is expected, will be mate- 
ridlly increased as rapidly as business 
conditions warrant. 

The new plant will specialize in san- 
dals of a new and fashionable model, 
adapted to present day modes. A de- 
cisive trend toward sandals for indoor 
and outdoor wear is reported by fash- 
ion observers in the larger cities, the 
sandals to be worn with the popular 
pajama costumes. Auburn made san- 
dals are now being sold and worn in 
California and other places. 


Pioneer St. Louis Shoe 
Manufacturer Dies 


St. Louis—John Meier, retired shoe 
manufacturer who, in 1873, established 
the first shoe factory in St. Louis, died 
Sunday morning, March 29, at his 
apartment at the Gatesworth Hotel, of 
heart disease. He was 85 years old 
and had been in ill health for the last 
two months. 

Mr. Meier came to St. Louis in 1861 
from Quincy, IIl., where he had learned 
to be a shoe cobbler. Twelve years later, 
after success at his cobbler’s shop at 
the foot of Franklin Avenue, he rented 
a building at Sixth Street and Frank- 
lin Avenue, employed 26 men and be- 
gan the first manufacture of shoes in 
St. Louis. 

Machinery was not introduced into 
the factory until 1877. In 1929 the 
company was dissolved. 

He is survived by a son, Alfred 
Meier, of 4045 Magnolia Avenue, and 
a daughter, Mrs. Theresa Buedingen, 
with whom he lived. 

Funeral services were held Tuesday, 
March 31. Cremation took place at the 
Valhalla Crematory. 


Physical Culture Factory 
Closed 


BROOKLYN, N. Y.—The Physical Cul- 
ture Shoe Factory in Brooklyn, estab- 
lished in 1875, and in its present loca- 
tion at Kent and DeKalb Avenues for 
over 25 years, is now shut down, with 
the exception of the stock department 
and offices. These will be continued 
for the time being, but the shoes are 
being made at the Selby shoe plant in 
Portsmouth, Ohio, under an agreement 
between the officials of the Selby Shoe 
Co. and the Ground Gripper oy ral 
tion, of which the Physical Culture 
business has been a part since the 
merger in 1929. 

Under the agreement with the Selby 
company, a large portion of their man- 
ufacturing facilities are being turned 
over to the Physical Culture Sales Co., 
so that Physical Culture shoes will be 
made over the same lasts, patterns and 
specifications as heretofore. 

Julius J. Kauder, for forty years the 
president and guiding genius of the 
Physical Culture Shoe Co., has an- 
nounced his retirement from active 
business, and is now enjoying a three 
months’ Mediterranean cruise with 
Mrs. Kauder. 
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they will continue. Looking forward for patent 
leather to come in during next four weeks strong. 
Suva cloth tinted is going to be best sellers in our 
Southern stores. 


Matthew A. Condon, 
Charleston, S. C. 

Easter selling for entire week and Saturday biggest 
in two years. Men, women and children eager to 
obtain new models. Never before have we experi- 
enced as early selling of light colors and white. 
Seasand with putty beige trim with and without 
punchings first, with white buck and kid with black 
and tan trim second, then dull black kid third. Straps 
first, pumps strong seconds and ties third. Now 
watching to see how strong linens will get call. 

Bonus money undoubtedly biggest reason for trade 
stimulant and believe this and similar reaction will 
hold through this month and May. Collections are 
good. 


S. Basset & Sons, 
Lexington, Ky. 

Easter selling colors show mostly light shades and 
two tones with a little touch of blues and patents 
types in mostly pumps and straps. Possibilities o1 
April and May business in this community have a 
good outlook. 


Knight Shoe Co., 
Portland, Ore. 

Easter business practically the same. Outlook for 
the next three months is fair. The best sellers are 
two-tone effects of black trimmed with white and 
black, white and tan and browns. Next three months 
indicate white and black, white and tan big in. both 
buck and linens, pumps are number one with ties 
second. 


L. F. Tuffly, 
Houston, Tex. 

Easter week dollar volume was 11 per cent ahead 
Easter week 1930, while unit volume showed consid- 
erably more increase. In women’s shoes, plain and 
trim pumps and oxfords made of white and natural 
linen had first call followed by patent leather and 
blonde kid. 

In men’s shoes white sport shoes trimmed in black 
or tan were outstanding. The only reason April, May 
and June business can be as good as last sear would 
be time of depletion being reached. People have 
gone wthout new shoes about as long as they possibly 
can. If it were not for this, the outlook would not 
be very promising. 
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What They Sold for Easter 


[CONTINUED FROM PAGE 69] 












L. E. Langston, 
Fort Worth, Tex. 


Local merchants report sandals leading, pumps 
second with ties in good demand in sports. 

Linen and other fabrics getting big play as most 
merchants expect these fabrics will have record sea- 
Patent best selling leather, which is in big de- 
mand in sandals and pumps. Blue kid demand run- 
ning ahead of expectations. White buck with col- 
ored trims of black, brown, blue and green taking 
lead early in sports. 

Water snakes reported good only in popular grades. 
Merchants expect increasing demand for fabrics be- 
lieving they will last through Summer months. 


son. 


Russell Werner, 
San Francisco, Cal. 


Easter business 10 per cent ahead of last year. The 
outlook is good for April, May and June as cus- 
tomers have brighter and happier feeling with unem- 
ployment considerably decreased in this area. Out- 
standing styles in women’s shoes are first black kid, 
second ivory watersnake, third white sport shoes in 
both pumps and oxfords with either tan or black 
trim, fourth brown kid. 

Style tendencies for the next three months indicate 
demand for patent leather. 

In men’s shoes black calf is selling two to one 
over tan with strong sale for sport shoes. In sports 
two-tone tan comes first with black and white second, 
while tan and white is running a rather poor third. 


M. M. Nankin, 
Cowen Nankin Shoe Stores, Inc. 
Miami, Fla. 

We found for Easter selling there was a greater 
demand for white shoes, also white with pastel color 
combinations ‘as well as pastel color combinations. 

Light beige colors are still very good. A tremen- 
dous demand for sandals also in cut-out effects is 
being noticed. Tendency is now toward lower heels 
in shoes for both dress and spectator sport wear. 
We expect a great increase in business during the 
months of April and May in comparison with last 
year, 


The Mode, Ltd., 
Boise, Idaho. 

Our Easter shoe business showed a considerable 
increase over previous years. We are very optimistic 
in our outlook for the following three months as we 
believe business is on the increase. Outstanding sell- 
ers in women’s shoes were reptile leathers and black 


kid. 
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Getting More Shoes Sold Right; not 
only “more” but “right”; sold for the 
right purpose, to the right wearer, in 
the right fitting, for the right price, at 
the right profit. This is the great 
problem of the retail shoe merchants. 
The chief purpose of Tue Boor anp 
SuHoe Recorper is to help solve it; for 
this is the basic problem upon which 
depends the progress of the entire allied 
industries relating to shoes and leather, 
their production and distribution. 


A Buying Guide to 
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Next Week 


you will find 
in the 


Boot and Shoe 


‘Recorder 


AREAL forward push for the sport 

shoe business. In outdoor types of 
shoes lie the hope and the possibility 
of real volume and profits for the sum- 
mer season. Sport shoe business has 
been on the up and up from year to 
year. This summer will witness fur- 
ther gains in sales if shoe men get be- 
hind the proposition with more and 
better promotion. 

And so next week we present the 
first in a series of definite plans for 
getting more sport shoes sold right in 
this coming summer of 1931, now but a 
few weeks distant. 














ahh 





ANOTHER practical in-stock feature 

to show merchants the possibilities 
of extra profits by taking advantage of 
in-stock service. It’s a year in which 
buying must be carefully adjusted to 
current conditions and in-stock points 
the way. 


aa & 


SPECIAL feature for the retail 

salesmen and definite planning and 
sales suggestions for every day in May 
round out a well-balanced issue of in- 
terest to everybody in the industry. 
















ADDED 
VALUES 





in shoes 
filled 


with— 




















BECKWITH MANUFACTURING COMPANY 


Manufacturers of Vulco Products 
STATLER BUILDING, BOSTON, MASS. 
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DUOTONE 


White Kid with Black Trim 
White Kid with Brown Trim 


White Kid with Blue Trim PARIS Sponsors the sandal 


Also in all White. . 
for June-July-August wear in 
MONOTONE and DUOTONE 


Midvale presents two more sunny-day creations, 
portraying the influence of an authoritative style 
source—Paris. Students of fashion readily recog- 
nize the smart styling that is ever apparent in Mid- 
vale shoes. None the less obvious is the superb 
MONOTONE shoemaking that embellishes this styling in every 
pe — eae pair. 
A t uckilin 
All Natural Duck MIDVALE SHOE COMPANY 


All Black Fabric 3417 LOCUST ST. ST. LOUIS, MO. 
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MAKERS OF FINE SHOES FOR FASHIONABLE’ WOMEN 


Branch of International Shoe Co. 
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THE EYES of BASHION | 


" The New Hork Times. 


SUNDAY, MARCH 15, 1931 


PALM BEACH FASHION FAVORITES FORECAST THE SUMMER MODE 


ST 


OBSERVERS CHECK UP ON THE STYLES 
WORN BY SMART WOMEN AT WINTER RESORT 


“Again Palm Beach has had its season Here has been 
the testing ground for the fashions which will be universally 
accepted for Summer. Fashion observers who follow the well- 


dressed women of Newport and Southampton have been on 
the ground to check them amid the tropic surroundings of 
the Florida resort. 


“, «+. every fashion worn by any woman of notable sartorial 
reputation has been counted, tabulated and reported at 


length. 


“No one who was at Palm Beach fails to mention how 
very smart all white is as a contrast color. While white 
with contrast colors was expected and was worn, the all- 
white costume came more as a surprise and made the 
greater impression. 


“Hereafter, we will have white shoes, white gloves, white 
hats, ... white belts, white jackets, white dresses. .. .” 


— So ane “The New “York “Jiomea— 





| ON SUMMER SHOES 


—and again we 0a: NOTHING THAT YOU WILL RETAIL NEXT 
SEASON OFFERS YOU SUCH CERTAIN PROFITS, OVER A FULL 


FOUR MONTHS’ SELLING, AS WHITE KID SHOES 


“THE WHITEST WHITES” 
are 


WHITE LEVOR 


GRAAR-KID | G.LEVOR & €O.. INC. 


WHITE LEVOR 
GRAIN CALF 


Tannors. of TWE WUITEST WHITES 
poet GLOVERSVILLE, NEW YORK 





SOFT TOES 
FOR SPORT SHOES 


AND NO 
WRINKLES EITHER|! 


ERE’S a toe that looks and wears like a hard box 
toe. But dent it and it comes right back to shape! 
It’s flexible as a glove and doesn’t acquire permanent 
wrinkles. Sport shoes needn’t flatten, wrinkle, or sag 
at the toes. With Armstrong’s Cork Box Toes they 
can be as shapely and gracefully styled as your best 
dress shoe. And so much more comfortable. No pinch- 
A b ing, no chafing, not a minute of “breaking in” for the 
§ Or wearer. Any type of shoe—wide or narrow toe, sport 
9 or dress shoe—will make up well with these flexible 
A RMS TRONG ~ toes. Specify Armstrong’s Cork Box Toes by name 
when you are buying. For further details, and 
C O RK B OX TO E S names of manufacturers who are now es 
using Armstrong’s Box Toes in their shoes, strong’ 
ATLANTA Boston New York CIncrnnaTI write Armstrong Cork’ Company, 933 A) 
Derrorr Cuicago St.Louis Pamaperpma Arch Street, Lancaster, Pennsylvania. Product 
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An important new last—to meet the 
growing demand for a low heel shoe 
(12/8) that’s smart and flattering. 
Perfect for young girls and for 
women who want a “sensi- 
ble” but stylish shoe. 
Just a hint.... 
look to your 


“valcraft 


Shoes 





*Based on 6me( 


\VALLEY SHOE CORPORATION 


SAINT LOUIS, MISSOVAI 
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idle phrasing of words. It was 
developed with one meaning in 
mind. Fancy Willow backs 


these words 100%. 


y 

s\ My tiuoy 
\ Va ee 
Hi 
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“VITALITY PERSONALITIES” 







Entertainment 


of the Air 









AILEEN STANLEY 
(Guest Artist, April 22nd) 






Each week more and more people are tuning in the Tune in 





































































Vitality radio program. Each week increasing numbers , 
f y P = Sinn VtaaMec' TS : hSh Every Wednesday Evening 
of women, men and boys are buyingVitality Healt oes. (10 P.M., Eastern Standard Time) 
: F , Y | | RA CL ESTER PROTON once WADC 
The connection is obvious. TT AE WOKO 
— er eee wea 
aitimore 
Both Vitality in entertainment and the Vitality principle sg gg meaemmamnciag bid oy 
in shoe construction have a powerful appeal to alert bs ma 
Chicago WBBM 
moderns of every age. ———— WKRC 
6 Sa eee nrn er = WHK 
e e e Co cic cs lccctngecs WCAH 
Progressive shoe dealers, anxious to increase turnover Council Bluffs KOIL 
. ne . ‘ e = Dallas (through April 22)..................... WRR 
and profits, are invited to investigate the Vitality propo- Dallas (starting April 29) KRLD 
au 2 s - : - f WN iccssccoscactcase cccsictasscics KLZ 
sition. There is still time to become affiliated with I a iehisiccbosinisiascncmpncnts WXYZ 
A ica’: test ing li Hartford. i ‘WDRC 
merica’s fastest growi in ootwear. ld ETT 
fe & ng - of f ot Li | a Ee aren ee enieniesee KTRH 
Indianapolis bce WFBM 
Vitality shoes are for women, men and boys. For women So mma 
° ° Los A NS sc ore ee K 
—AAAA to EEE, sizes 2 to 11, to retail at $5 and $6. Milwaukee... vccrsvessonecnonn WISN 
. ‘ Mi lis (starting May 6) .......... WCCO 
For men—AAA to G, sizes 5 to 14, to retail at $5 and $6. Nashville... ne re er 
e r New rleans. " ..WDSU 
For boys —A to E, sizes 1 to 6, to retail at $4 and $5. New YorkCity__.................. WABC 
Orie CAG 5a cnn nse. KFJF 






Philadelphia .................--0---2200ee0000- 
*Over a nation-wide hookup of the Columbia Broadcasting System. aman: 
Featuring vivid, sparkling celebrities of the stage and screen. Vo a aera 
Salt Lake City 







I osc a isncssccnscesrcxe ccencecesentosas 
Sait FYSNcleco’..............-..0cc..esesc2cas<0e0- 
Seattle 


vi TA L I T ry SH 9! E COM PA N ‘a >) —— 


_BRANCH. OF INTE RNATIONAL SHOE CO. Syracuse .. 


ee — : ub Tacoma (starting April 29) _.................. KvI 


2 Meee ee re WSPD 
1509 Washington Ave., ST. LOUIS, MISSOURI 




































PUR assess Be cceresncssccceccceeas WMAL 
Wichita (starting April 29) .................... KFH 
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MAKE .HASTE 
SLOWLY 


says a Chinese 
proverb 











* 


FOOT by FOOT 


in this business 





every merchant 
who covers a foot 
we have a stock department 
that will cover 
the next foot 
within 
twenty-four hours 





»-* 


AND 
a few feet a day 


KEEPS 
THE CREDITORS 


AWAY 





Duck—Billl—here comes another pair of those 


Hill Golf Shoes. The course is lousy with them. 





»* 





And why wouldn't it be? Hundreds of merchants 
are cleaning up with our moccasin-type spiked 
shoe which is priced to sell at six—easily brings 
eight—and looks like ten. Try them! 


No. 100 


HILL BROS. CO. 


MAIN OFFICE AT HUDSON, MASS. FACTORY AT HUDSON, MASS, 
IN-STOCK DEPARTMENT AT HUDSON, MASS. 
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